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Testing is a very important 
phase of the manufacture of 
Hackney LP-Gas Cylinders. 
Pressed Steel Tank Company, 
manufacturer of Hackney 
Products, takes every con- 
ceivable precaution, uses 
every applicable testing de- 
vice to assure LP-Gas oper- 
ators top quality cylinders. 
The laboratory engineer 
pictured above is determining 
the physical properties of ma- 
terials used in Hackney Light- 
weight Cylinders. Other tests 
include: microphotogra- 
phy of steel and weld 








Hackney 


MILWAUKEE 








specimens, periodic pull tests 
of material cut from complet- 
ed cylinders, hydrostatic pres- 
sure tests and many others. 

This testing skill is only 
part of the care that typifies 
the quality of Hackney Light- 
weight Cylinders. Skill in de- 
sign and skill in manufac- 
turing techniques . . . skills 
that are founded on almest 50 
years of experience in the pro- 
duction of compressed gas 
cylinders . . . keep Hackney 
Cylinders preferred 2 to 1 by 
LP-Gas dealers and distribu- 
tors everywhere. 





For full details on Hackney LP-Gas Cylinders, write us. 











d Number One Fro® 
d’ LP-Gas Industry 


*s No. } 
ter is by all odds the industry § 


problem. 


Storage Calle 
Of ‘Unbalance 


esti? - P- 

putio 

, "hee awed Co., 188, us 

pear Oo API Leno baw 

pony session on LP-gas 

“ inte 

¥ : he uitimets i 
oun i oll 

: | Petrolexm News issue of May 23» 

4 


a 
ndation of satiste cir is 
istribution of 

said. “The 


Clipping from Nation 





_ With a Rockwell meter guarding every service you can 
fill your customers’ tanks at any time to augment your 
own limited bulk storage facilities. 
Think what this means. First, you won't need to make 
a heavy investment in additional central storage facilities 
to take care of increased business. Second, you can 
buy LP-gas in larger quantities at seasonally advan- 
tageous prices. Third, you can reduce your year-round 
delivery costs. 
Such savings will quickly offset your nominal initial 
investment in Rockwell meters and will soon reflect in 
- increased profits. Just try them and see. Write for prices 
and full details. 


ROCKWELL MANUFACTURING COMPANY 
Pittsburgh 8, Pa 


Atlanta Boston Chicago Columbus Houston Kansas City 
Los Angeles New York Pittsburgh San Francisco Seattle Tulso 





THE METERS YOU NEED 
Especially designed for this serv- 
ice. Dependably accurate. Ample 
capacity for today’s and tomor- 
row's loads. Light in weight. 
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HEADQUARTERS FOR 


INDIANA 


In regards to filling over-the-road 
truck or car tanks. If a tank says 
50 water gallons, how much propane 
will it hold at 90% full, filling to 
your 90% outage gauge, regardless of 
temperature? I know it will vary 
with temperature. ‘ 

Can a Rockwell 00 meter be put 
in a filling line to show your correct 
amount of fill in an over-the-road 
truck tank or for cars? 

F.C. 


A 50-gal. water capacity tank, filled to 
the 90% gauge, will hold 45 gals. of pro- 
pane. These 45 gals., however, are meas- 
ured at the temperature of the liquid 
propane in the tank. If it is required to 
convert to standard gallons which are 
gallons of propane at 60°F, it is necessary 
to multiply the gallons measured at the 
temperature metered by a factor. These 
factors are all listed in Table I on p. 51 
of the Handbook Butane-Propane Gases. 

A 00 Rockwell meter is for low pressure 
service only and cannot be used for meter- 
ing liquid or high pressure vapors. It is 
built to use for metering low pressure gas 
(under 1 lb.). The Rockwell Manufactur- 
ing Co. builds a liquid LP-Gas meter as 
does Neptune Meter Co. Liquid meters 
must be properly installed with pumps and 
suitable accessories to insure correct meter- 


ing of liquid LP-Gas.—Ed.~ 
a 


WISCONSIN 


We would like to know the monthly 
consumption of propane for an in- 
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stitutional kitchen, feeding 500 men 
three meals daily. The equipment will 
be of the newest type and design. 
Our customer wants to make a 
decision as to electricity @ .02 cents 
per K.W. propane @ .033 cents per 
pound. 
B.O. 


There is little data available which in- 
cludes the information you desire. On 
page 218 of the Handbook Butane-Propane 
Gases, Table 2 lists some gas usage quan- 
tities for military camps. This table shows 
a usage of 222 lbs. of LP-Gas per man 
per year for cooking and heating hot 
water for kitchen use. 

Propane at $.033 per pound versus 
electricity at $.02 per kilowatt should give 
you a good advantage. One kilowatt hour 
is equivalent to 3413 Btu while 1 pound 
of propane when burned will release about 
21,600 Btu. Therefore, it will require 6 1/3 
kilowatts ($.126) to supply the same 
amount of heat by electric power as a 
pound of propane will supply. 

With top burner cooking there is prob- 
ably little difference in the efficiency of 
heat delivered to useful work, while in 
oven cooking and water heating it is con- 
ceivable that 95 to 98% of the heat stays 
in the oven or water heater, while with 
gas, 75 to 80% efficiencies are normal. 

Gas has several other advantages, a few 
of which are: It is faster, less meat shrink- 





@ BUTANE-PROPANE NEWS welcomes letters from 
our readers, but it must be understood that this 
magazine does not necessarily concur in epin- 
ions expressed by them.—Editor. 
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age in roasts, better temperature control, 
and quicker turn-down of heat when cook- 
ing vessels are up to temperature.—Ed. 


ILLINOIS 


We would like to know the vapor- 
izing capacity (without vaporizer) of 
a horizontal tank 37 ft. long by 4 ft. 
in diameter. We are near Chicago. 

G.E.M. 


The tank you describe has a fuel ca- 
pacity of approximately 3500 gallons and 
the surface is roughly 490 sq. ft. A con- 
servative figure for heat transfer to the 
liquid in a tank is two Btu per sq. ft. of 
wetted surface for °F temperature differ- 
ence between the surrounding air tempera- 
ture and the liquid in the tank. 

The relative humidity in the Chicago 
area is relatively high, averaging 80 to 85% 
over the year. This means that little heat 
can be taken from the liquid to vaporize 
the fuel. If the temperature of the liquid 
falls more than 5° below the surrounding 
air temperature, frost and ice will start to 
form when the relative humidity is 80% 
Therefore only about 5° temperature dif- 
ferential is available to transfer heat. 

Assume a cold winter day with the fol- 
lowing conditions: 


Outside temperature 0°F 
Relative humidity 80% 
Fuel in tank 50% 


Determine the vaporizing capacity of 
the tank under steady load. As _ stated 
above, the fuel can drop to only 5°F. The 
tank is one half full so only 490+-2=245 
sq. ft. of tank surface is wetted. So 2 Btu 
per sq. ft. X 50°F temperature difference 
xX 245 sq. ft.=2450 Btu per hour heat 
transfer. 

It requires about 730 Btu to vaporize a 
gallon of propane at 0°F (see Handbook 
Butane-Propane Gases, p. 26), so 2450 + 
730=3 1/3 gal. per hour is theoretically 
all the tank can vaporize per hour when 
one-half full of liquid. However, the 2 Btu 
per hour is conservative. It is assumed the 
air is quiet (no wind), there is no sun- 


ae 








light or other sources of heat and that the 
load is steady. Actually, the vaporizing 
capacity of the tank under the above con. 
ditions could be double or even triple the 







rate calculated. Y 

There is some heat released by the liquid} ™@Y 
in dropping from 0°F to —5°F which will the 
be used to vaporize fuel. The specific heat w0: 





of propane at 0°F is .548 (See Handbook, 
p. 45). There was assumed 35002175 § this, 
gal. @ 4.63 lb./gal. @ °F (see Handbook, abo 
p. 46)=8100 lb. of propane in the tank § amo 
8100 Ib. X 548 X 5°F=22,200 Btu re. 
leased to vaporize from the liquid during 7 
the 5°F drop to vaporize fuel. 22,200 + 
730=30 gal. vaporized. proy 

From the above you will note that you§ ard 
cannot expect to vaporize more than 10 1.75 


gal. or so per hour in the tank you de. = 
scribe on a cold day, nor can you expect ps 


the latent heat in the liquid to help very 
long, as 30 gals. vaporized drops the liquid} recy 
temperature 5°F. Your load of 3,000,000 T 
Btu per hour is 32 to 33 gals. per how to g 
and will be 40 gals. if vented heaters are® mak 
used, mea 

We would recommend that a vaporizer} pel 
be used on this job. It will insure good &at 


service, more uniform gas composition, i 
and allow a greater range in fuel deliveries whi 
—Ed. thro 

e It 
OREGON me 


We have a carburetion problem on} skou 
which we would appreciate some of } ders 
your very good assistance. kep 

We have a prospective customer Spee 
who owns a 1949 F-8 Ford 145 horse 
power which he uses for logging, the 
with which he hauls 72,000 Ibs. gross. } to, 

We have been unable to get the T 
necessary information locally on how} 4 , 
much he can plane the head of this | thar 
motor to get the maximum efficiency. 
Also we would appreciate it very 
much if you could give us complete 
data on a conversion that will give 
him the most out of his motor. I 
terms of gears, do you feel that he 
could gain from one-half to one geal 
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of power in converting to propane 
gas? Our gas is all 2550 Btu propane. 
R.L.B. 


Your customer’s F-8 Ford truck engine 
may be high compressioned by substituting 
the heads from the Lincoln passenger car 
engine, to give a compression ratio of 
7.0:1. Planing .060” off the Lincoln heads 
gives a new ratio of 7.75:1. When doing 
this, it is advisable to deepen the cells 
above the dome-top pistons an equal 
amount, so there will be adequate clear- 
ance between the pistons and the heads. 


The use of commercial butane in this 
engine with 7:1 ratio would provide ap- 
proximately the same power as the stand- 
ard engine using gasoline. Likewise, the 
7.75 ratio operating on the 2550 Btu pro- 
pane which you market would give nearly 
the same horsepower as gasoline in the 
standard engine. 7.75:1 would be a little 
extreme for, butane, and would probably 
result in excessive detonation. 


The intake manifold should be made 
to operate as cool as possible, as this. will 
make a further gain in power, and by this 
means you should be able to give the 
operator the extra.torque necessary to op- 
erate in the next half gear higher. The 
manifold may be cooled off by fitting stain- 
less steel plates over the holes through 
which the exhaust gas passes to circulate 
through the intake manifold. 

It is possible to plane off more than 
060” from selected Lincoln heads, and get 
a higher ratio and more power. This 
should only be done if the operator un- 
derstands clearly that the engine should be 
kept up to the recommended operating 
speed whenever it is pulling a load. The 
Ford engine is not built for lugging down, 
and a raise in power will only aggravate 
the troubles that come from lugging to 
too low speed with the standard power. 

The fuel consumption with the convert- 
ed engine will probably be slightly more 
than with gasoline, unless the operator has 


quite a lot of part-throttle operation. It 
takes a ratio of better than 8.5:1 to equal 
gasoline economy, in terms of miles per 
gallon, during full throttle operation. If 
the price differential. between gasoline and 
propane is four to five cents per gallon, 
the operator should still save money by 
using propane. And if he will keep his 
engine speed up where it belongs, he 
should experience a very good saving in 
engine maintenance.—Ed. 
® 

NEBRASKA 

We plan to install a propane gas 
system with the storage tank located 
from 500 to 1000 feet from the point 
at which the gas will be consumed. 
Consumption will be at the rate of 
approximately 300,000 Btu per hour. 
We will use both high and low pres- 
sure regulators and will carry ap- 
proximately 20 pounds of pressure in 
the line. 

Is %-inch (ID) black iron pipe of 
sufficient size if the tank is located 
at a distance of 1000 feet? If not, 
would this size pipe be large enough 
if the distance were only 500 feet? 
If answers to both questions are neg- 
ative, what sizes of pipe would you 
suggest ? 

R.M.L. 


The Y%-in. black pipe is adequate to 
deliver the 300,000 Btu per hour with not 
over 1-lb. drop in pressure between the 
primary and secondary regulators. How- 
ever, in determining the length of pipe 
through which the gas must flow, do not 
forget to allow extra for elbows, valves, 
and other fittings. (See Table No. 1, p. 
316 of the Handbook Butane-Propane 
Gases. ) 

The new 1951 edition of the Handbook 
contains Table No. 4, p. 317, which makes 
the sizing of pipe for high pressure lines 
easy.—Ed. 
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Best Christmas Wishes | & 


to the entire industry 


STANOLIND- 
Oil and Gas Company 
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IFTEEN per cent more liquefied 
petroleum gas will be available 
in January, 1952, than in January of 
this year, according to a report of 
the National Petroleum Council’s 
Committee on LPG availability, trans- 
portation and materials requirements. 
A monthly rate of 380,386,269 gal- 
lons was estimated would be avail- 
able beginning January, 1952, as 
compared to 328,690,040 reached in 
January, 1951, said the committee. 

Transportation facilities are ex- 
pected to be able to take care of the 
increase in supply, since “pressure 
tank car construction has kept pace 
with the increased production of 
liquefied petroleum gas,” according 
to the NPC group. 

The LP-Gas committee of the NPC 
is headed by W. K. Warren, Warren 
Petroleum Corp., Tulsa. K. W. Rugh, 
Phillips Petroleum Co., Bartlesville, 
Okla., directed the sub-committee’s 
study on the availability of LPG. 

On the other hand, some sources 
say unduly cold weather this winter 
could tax production facilities, trans- 
portation equipment, and_ existing 
storage because demand has increased 
nearly 25%. 

So as usual, we will just have to 
wait and hope. By another year, 
however, there ought to be greater 
security through the use of under- 
ground salt domes in which summer 
surpluses can be stored*against win- 
ter demands. 

e 


In discussing the tank car situation, 
the NPC committee said that 50 to 
15% of an estimated 32,000,000-gal- 
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lon monthly increase in production 
will have to be moved by rail. The 
group reported that the pressure car 
fleet—10,302 as of last Jan. 1—has 
been increased by 1,270 cars already 
built in 1951 and will be further ex- 
panded by another 1,071 cars due 
to come off the assembly lines before 
the end of the year. These cars will 
be capable of transporting 72% of 
the estimated increased production. 


“All I can see is overproduction— 
and soon.” 

Those are the words of Eugene G. 
Grace. He heads the nation’s number 
two steel making concern, Bethlehem 
Steel Corp., according to the “Wall 
Street Journal.” 

Businessmen the country over have 
been mulling over these twin ques- 
tions, continues a_ recent article. 
Where is all the huge steel produc- 
tion going? When will supply over- 
take demand? 

The nation’s mills are currently 
running at record levels—close to 
105% of theoretical capacity for one 
recent week. Steel ingots ... are 
pouring out at an annual rate of 
over 104 million tons. That’s over 
7% more than was produced in record 
1950. It would be about double 1939 
output. 

The nation’s mills are building fa- 
cilities to further expand production. 
By the end of 1952 the industry is 
expected to have a producing capacity 
of 118 million tons. 

Still, most of the talk from Wash- 
ington, from steel users and _ steel 
producers, is of “shortage.” And a 
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Wall Street Journal check of dozens 
of producers and fabricators shows 
demand is indeed running ahead of 
supply for most types of steel. 

Yet, the canvass shows definite— 
though scattered—signs that the steel 
shortage may be easing some places. 
Barring serious interruptions to out- 
put by mill strikes or a shortage of 
steel scrap, some steel men say de- 
mand and supply could come into 
balance sometime next year. 

“Demand is not as urgent; a good 
deal of the heat has gone off,” says 
a sales executive for a big Pitts- 
burgh steel maker. He adds that he 
wouldn’t be surprised to see supply 
catch demand in the first quarter of 
1952 or early in the second quarter. 

& 


The Petroleum Administration for 
Defense has approved more than 200 
applications for priorities assistance 
which will add approximately 86,000 
barrels of light hydrocarbons (butane, 
propane, pentane, etc.) to the nation’s 
daily production. 

The announcement was made in a 
speech before the California Natural 
Gasoline Assn. in Los Angeles, by 
Richard P. Walsh, of the PAD. 

Mr. Walsh also told the group that 
several pipelines for the transporta- 
tion of liquefied petroleum gas are 
under consideration, one of which 
will move 10 to 20 thousand barrels 
a day to the Chicago area. 

e 

Speaking at the opening session of 

the two-day regional conference con- 


ducted last month by the National 
Fire Protection Assn. at the Hotel 


mPa 














Ambassador, Los Angeles, Percy 
Bugbee, general manager of the as. 
sociation, said that it was estimated 
that there were 1,700,000 outbreak: 
of fire in the United States ina year 
and that the very great majority of 
these fires were due to acts of care. 
lessness. 

Mr. Bugbee said that the only way 
that we can expect to halt the present 
tragic toll of more than 11,000 deaths 
by fire and property losses of $700, 
000,000 annually is through the mas; 
education of the general public in the 
simple measures needed to save life 
and property from every-day out 
breaks of fire. 

Frank Fetherston, LPGA technical 
vice president, addressed the Los An- 
geles meeting on liquefied petroleum 
gas. 



















Aggressive merchandising and pro 
duction-line ingenuity, without resort 
to “war emergency” models, will en- 
able the gas appliance industry to 
meet public demand for gas ranges, 
water heaters and home heating 
equipment in the first half of 1952, 
Harold Massey, of the Gas Appliance 
Maunfacturers Assn., predicted last 
month. 

The -increased rate of industrial 
production of all types, a sharp rise 
in installment buying, and a “break 
at last in the public’s buying apathy’ 
have contributed to a “bullish” out- 
look for the gas appliance market, 
despite materials limitations, cor- 
porate and excise taxes and price 
controls which will prevent the in- 
dustry from matching its record vol- 
ume of last year. 
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ETAILED study of the U. S. 
Bureau of Mines figures on con- 
sumption of LP-Gas in the various 
states reveals some rather surprising 
comparisons. As noted in the Novem- 
ber issue of BUTANE-PROPANE News 
(Pages 45-47), the greatest progress 
in developing the internal combustion 
fuel market has been made in Cali- 
fornia. This is made even more notice- 
able by figuring the percentages of 
internal combustion fuel gallonage in 
relation to the domestic and commer- 
cial consumption in the various states. 
These percentages for the 10 states 
leading in engine fuel gallonage are 

shown in order of rank in Table 1. 
TABLE 1. Ratio of Internal Combus- 
tion Engine Fuel Sales to Domestic 

and Commercial Consumption. 
Total Tractor 





State Percentage Population 
California 29.8 110,970 
Texas 8.5 227,335 
Illinois 10.5 232,480 
New Mexico 14.3 19,430 
Louisiana 4.5 30,978 
Kansas 7.6 153,162 
Oklahoma 5.25 102,000 
Minnesota 6.25 213,578 
Mississippi 6.35 40,467 
Arizona 10.6 9,432 
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The tractor population figures, quot- 
ed from the June, 1951, issue of 
BUTANE-PROPANE News (Page 55), 
and originally published in Implement 
and Tractor Magazine, July, 1950, are 
included to emphasize the wide varia- 
tion of “performance” in relation to 
potential of tractor conversions in 
these states. For example, New Mex- 
ico consumed nearly 20% more bu- 
tane-propane gas as engine fuel than 
was used in Kansas, yet Kansas has 
nearly 8 times as many tractors as 
New Mexico. 


Further calculation, based on aver- 
age gallonage consumed per year per 
tractor, indicates that only a small 
percentage of the available tractors 
in any state has been converted. Ac- 
cording to the best available figures, 
the conversions in the 10 leading 
states range from 2% to 12% of the 
total tractor population. This indi- 
cates that tractor conversion as a 
means of increasing gallonage and 
helping to balance the gas distributors’ 
seasonal load comes under the heading 
of “Opportunities Unlimited.” 

It is known that in all of the states 
listed in Table 1, there are local areas 
which have been “hot spots” for trac- 
tor conversion. The results in these 
outstanding areas did not just happen. 
Somebody made them happen, by tak- 
ing advantage of opportunities and 
doing the necessary hard work. 

A- study of the methods used in 
these areas should provide a wealth of 
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ideas which may be applied in other 
places with beneficial results. Such a 
“case history” appears in the “Power” 
Section next month. 

Studies of other localities in which 
outstanding results have been achieved 
by other methods will follow as oppor- 
tunity permits. 

y 


How much safer is propane storage 
than gasoline storage? A recent no- 
tice from the Wichita Transportation 
Co.’s insurance company advised that 
insurance premiums for coverage of 
propane storage and dispensing fa- 
cilities had been reduced 25% com- 
pared with the transportation com- 
pany’s gasoline set-up. Both facilities 
were installed according to the Kan- 
sas Fire Marshal’s standard specifi- 
cations. 

Manager John E. Ebinger, of the 
Wichita Transportation Co., explains 
the premium reduction by saying, 
“Phillips Petroleum Co. gave us out- 
standing engineering help in planning 
our fuel installation. The insurance 
company checked the specifications, 
and sent one of their field men over 
to check the installation. They ar- 
rived at the conclusion that our pro- 
pane installation is 25% safer than 
our gasoline set-up.” 

Bus operators throughout the na- 
tion are familiar with this situation, 
as the above statement appeared in 
the October issue of Bus Transporta- 
tion magazine. 

” 


Dealers will be interested in what 
the Rural Electrification Administra- 
tion says about the disadvantages of 
heat lamps for brooding chicks. The 
October-November issue of the “Ru- 
ral Electrification News” carries a 
major article on the above subject. 

After listing what is claimed as 
advantages, the article lists these rea- 
sons as being unfavorable to electric 
brooding: 
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1. Suitable automatic heat controls ~ 
are not yet available. The operator 
may have to do some experimenting ~ 
to learn how much to raise and lower 
the lamps or when to turn lamps off 
to control the heat. 

2. There may be excessive moisture 
condensation on the walls and ceiling 
and in the litter not under the lamps, 

3. Different methods of ventilating 
the brooder house are needed from — 
those used with conventional brood- — 
ing and the best methods have not yet 
been determined. 

4. There is more need for an off- 
current alarm, and a lengthy outage 
may be more serious. 

5. In case of diseases, when con- 
siderably more than normal amounts 
of heat are needed to help the chicks 
recover, the installation may not have 
facilities for the extra lamps needed. 

6. Drafts in the brooder house are 
more serious. 

7. The amount of radiant heat 
needed and the best lamp arrange- 
ments for all different conditions 
have not yet been determined. 

8. Chicks are in the light contin- 
uously and therefore do not know 
darkness. In case of an outage at 
night, there may be excessive fright 
at night with its attendant damage, 
even though the chicks are not chilled. 

9. The cost per chick for electricity 
will be higher than for hover-type 
brooders. 

C) 


Some business firms operating de- 
livery fleets consider that a truck in 
service is worth what it costs to hire 
another truck to do its work during 
lay-up time for repairs. Since en- 
gines burning LP-Gas require less 
frequent repairs, this reduction in 
the cost of providing service with 
hired vehicles should be added to the 
other savings which result from low- 
er fuel cost, reduced wear, and clean- 
er engine operation. 
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By R. B. CRADDOCK 


Sales Manager, Pacific Refineries, Ltd., Honolulu 


As Told To 
- JAY JENKINS 
Publisher, BUTANE-PROPANE News 


ISHING shacks on_ isolated 
FE beaches, mountain resorts at 

7000 feet elevation, lonely cab- 
ins in the recesses of tropical val- 
leys, plantation cottages, and subur- 
ban mansions—such are the users 
of butane in Hawaii, U.S.A. 

As a market for America’s fastest 
growing fuel industry, the Terri- 
tory of Hawaii is in many respects 
unique. For one thing, it is more 
than 2000 miles from the nearest 
oil or gas well, and there’s nothing 
but the Pacific ocean in between. 
That, in itself, poses quite a trans- 
portation problem. 

Furthermore, the Territory is not 
just one large island. There are six 
major inhabited islands, from 6 to 
60 miles apart, although more than 
two-thirds of the people live on 
Oahu, where Honolulu is situated. 
This adds the problem of transpor- 
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tation between islands. The islands, 
themselves, are mountainous, of rel- 
atively recent volcanic origin, and 
towns are largely confined to the 
seacoast and adjacent foothills. 

Hawaii’s people come from a va- 
riety of oriental and occidental 
strains, and the culture of the 
islands is an amazing mixture of 
East and West, spiced with Poly- 
nesian music and languor. A ma- 
jority are descendants of workers 
brought to the islands since the 
latter part of the 19th century to 
till the soil of the Territory’s sugar 
and pineapple plantations. 

The market for butane in Hawaii 
consists of more than 60,000 dwell- 
ing units outside the city of Hono- 
lulu. The islands’ capital and prin- 
cipal city is served with manufac- 
tured gas produced by Honolulu 
Gas Co. Rural and neighboring is- ~ 
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land homes are divided among plan- 
tation communities, isolated truck 
farmers and ranchers, and retail 
centers which serve these areas. 
For more than two decades, LP- 
Gas has been distributed in the Ter- 
ritory by oil companies, and inde- 
pendent dealers, who, however, un- 
dertook no active promotional ef- 
fort. Furthermore, the LPG price 
to consumers was not competitive 
with other fuels; not even with elec- 
tricity, which is high in rural areas. 
By 1949 only 4000 LPG customers 


were to be found in Hawaii, al- 
though there were some 17,000 
dwelling units on sugar plantations 
alone. In that year the ordinary 
sugar worker (below the rank of 
supervisor) was earning an average 
of $8.04 a day. And pineapple work- 
ers earned even more. 

Into this situation there stepped 
a new company, with a new idea. 
Pacific Refiners, Ltd., was organized 
in June, 1949, by the stockholders 
of Honolulu Gas Co. A. E. Engle- 
bright, for many years chief gas 


The Pacific Refiners plant, sandwiched between the waters of Honolulu Harbor and the Pearl 


Harbor highway, is the source of butane for thousands of new customers in Hawaii. 














A. E. ENGLEBRIGHT R. B. CRADDOCK 


consultant for Ebasco Services, Inc., 
of New York, had taken over the 
post of vice president and general 
manager of the gas company, and 
it was he who devised the plan for 
bringing butane to more people at 
a lower price. 

In the past the oil companies had 
distributed LPG in individual cyl- 
inders ranging in size from 35 
pounds to 210 pounds. There was no 
bulk storage plant in the islands, 
which meant that each cylinder had 
to be shipped back to the West 
Coast for refilling. For every pound 
of LPG delivered, the customers had 
to pay freight on three pounds, 
since the gas weighed as much as 
the cylinder and the cylinder had 





to be shipped two ways. The basic 
problem in lowering the cost of 
LPG to the consumer involved elim- 
inating the freight on cylinders. 

Mr. Englebright came up with a 
solution. The answer was wrapped 
up in an entirely new kind of in- 
dustry for the Territory—an oil re- 
finery. By blending butane and 
crude oil, they could be brought to 
the islands in the holds of tankers 
instead of in the small cylinders. In 
this manner the LPG could be 
brought to the islands in large 
quantities and at a greatly reduced 
cost. Upon its arrival in Hawaii the 
butane would be distilled off and 
stored. This, however, brought with 
it the problem of disposing of the 
crude oil. 

The refinery idea also included 
an attack on the transportation cost 
of another important commodity for 
the islands: road asphalt. Tradi- 
tionally, asphalt had been brought 
to Hawaii in water emulsion (in 
which case cost of transporting the 
water was included) or in steel bar- 
rels (which were hacked open and 
destroyed, and which involved high 
packaging and handling charges). 
By a further distillation of the oil 





of distribution. 





WHEN SHIPMENT OF FILLED CYLINDERS from the mainland to 
the Hawaiian Islands proved too costly for competition with other 
fuels, the Honolulu Gas Co., through its affiliated company, built 
its own refinery, bargained for sea-going tank ships to bring in 
crude oil blended with butane, and extracted the LPG at the point 


The result is a low-price gas for the rural areas of the islands 
which has raised the living standards of the natives and provided a 
profitable sideline for the operating company. 











BUTANE-PROPANE News 

















after it left the butane column, the 
company planned to produce a high 
grade road asphalt, enough to sup- 
ply all of the Territory’s needs. 

The remaining oil also had a good 
market: Honolulu Gas Co., which 
would use it in the manufacture of 
gas for the city system. 

Such were the company’s plans 
back in 1949. Today the refinery is 
in operation. Butane—under the 
trade name “Isle-Gas’—is being 
distributed to 2000 customers on 
five islands and from 125 to 200 new 
customers are being added each 
month. Road asphalt is being sup- 
plied to contractors throughout the 
islands, and for military installa- 
tions on islands to the westward. 
Honolulu Gas Co. is being supplied 
with an excellent quality gas-oil. 

While the refinery was being com- 
pleted, Pacific Refiners had to pre- 
pare to distribute Isle-Gas, both on 
the island of Oahu, where the plant 
is situated, and to neighboring is- 





lands. To maintain the benefits 
from bulk handling of butane, tle 
company decided on the use of stor- 
age tanks of from 150 to 1000- 
gallon capacity, with the average 
domestic installation being the 150- 
gallon size. Chosen as best suited 
for island conditions were horizon- 
tal tanks with end fittings. 

Arrangements were made to se- 
cure tanks for bulk storage and 
transportation through Jack Lane, 
president of the American Pipe & 
Steel Corp., who also contributed to 
solving many of the unusual prob- 
lems encountered in establishing the 
entire project. ; 

Although many LPG users have 
been converted to the yard tanks, 
there is still some volume of busi- 
ness in 100-pound cylinders because 
of the closely built housing in rural 
towns. Distribution is handled di- 
rectly from the refinery on Oahu, 
utilizing large tank trucks which 
had to be carefully chosen for ma- 


Frank Staples, left, Pacific Refiners’ manager in Hilo, and James Chandler, manager of Hilo Gas 
Co., inspect the butane installation at the Canec wallboard plant. LP-Gas has replaced diesel 
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“Isle-Gas" installation at the Lanakila Project of the Hawaii Housing Authority at Hilo, Hawaii, 
serving 151 new homes. 


neuverability in the narrow streets 
of plantation communities. Isle-Gas 
customers equipped with yard tanks 
on Oahu also have their service me- 
tered. Each month Pacific Refiners 
sends each customer a specially de- 
signed return postcard on which to 
record his meter reading. When the 
card is received by the company, it 
is checked against his previous 
reading to determine his monthly 
bill. 

Distribution from the refinery to 
neighboring islands is handled in 
export skid tanks of 1144-gallon ca- 
pacity, which are transported to the 
various bulk stations by inter-island 
barges which visit the major ports 
about twice a week. 

Although its population is only 
about one-fifth that of Oahu, the 
island of Hawaii is more than six 
times as large, with two volcanic 
peaks rising higher than 13,000 
feet, and others rising to 8000 and 
5000 feet. With the populace spread 
in a thin line along its 318-mile 
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coast, it was necessary to set up 
three bulk stations on Hawaii, two 
of them serving isolated parts of 
the island and the other operating 
from the principal city of Hilo. The 
outlying stations are at Kohala, site 
of a large sugar plantation sepa- 
rated from the rest of the island by 
an abrupt mountain range, and at 
Kealakekua on the Kona coast, a 
popular tourist and sports fishing 
center. 

Other bulk stations are on the 
islands of Maui, Molokai, and 
Kauai. 

Frank Staples, who was trained 
in the company’s Honolulu offices, 
is manager of the bulk station in 
Hilo. and is also in charge of the 
stations at Kealakekua and Hawi, 
Kohala. All bulk stations maintain 
a supply of 5000 gallons of Isle-Gas, 
with those at Hawi and Kealakekua 
being replenished from Hilo. Be- 
cause the condition of mountainous 
highways precludes the use of large 
transports, the fuel is moved from 
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Hilo in 1144-gallon tanks mounted 
on trucks. 

Only on the island of Molokai are 
customers served by an independent 
distributor. There Duvauchelle’s, 
Ltd., a general appliance retailer, 
represents the company. Pacific Re- 
finers has its own distribution or- 
ganizations at Lihue, Kauai where 
John Croft is manager, and at Wai- 
luku, Maui, where Alfred Barros is 
in charge. 

In contrast to the method used on 
Oahu, Isle-Gas customers on neigh- 
boring islands do not have their 
service metered. At the time the 
installation is made the customer’s 
monthly use is estimated, and he is 
billed each month for that amount 
of fuel. When the customer’s tank 
is refilled, his exact consumption is 
calculated and his bill adjusted ac- 
cordingly. 


Expert Service Given 


An advantage which today’s LPG 
customer enjoys through Pacific Re- 
finers is expert care of his gas ap- 
pliances. In the past there were no 
specialists available to keep appli- 
ances in top working order. Today 
the company has trained servicemen 
on the job, operating from the bulk 
stations and doubling as _ installa- 
tion crewmen. 


While Pacific Refiners was busy 
establishing its distribution facili- 
ties for Isle-Gas on neighboring is- 
lands, another opportunity was in 
the making. Hilo Gas Co., Ltd., 
which sold manufactured gas to 
some 2000 customers in Hawaii’s 
largest community, was in economic 
straits. Its plant was inefficient and 
outmoded, and nearly worn out. 
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Officizls of Honolulu Gas Co. in- 
spected the Hilo firm’s equipment, 
with particular attention to its dis- 
tribution system, and decided to buy 
it. Because of the condition of the 
gas manufacturing plant, the obvi- 
ous course of action was to convert 
Hilo to butane-air. 


Found Bad Conditions 


Experienced gas men found some 
strange and unorthodox arrange- 
ments in the Hilo distribution sys- 
tem. Some homes had two meters, 
and no regulators. Many had regu- 
lators that had long ceased to func- 
tion. Others had meters that pro- 
duced purely fictional consumption 
figures. The mains and service lines 
were in such shape that the line loss 
sometimes ran as high as 30%. 

Honolulu Gas Co. propped, and 
welded, and improvised for four 
months while it waited for the bu- 
tane-air equipment to arrive. The 
new system was installed on the 
grounds of the old plant, and tied in 
to one of the existing holders. The 
changeover to butane-air was made 
on April of this year. 

Butane is fed into the system 
from 1144-gallon skid tanks which 
arrive by barge on a regular sched- 
ule from the Pacific Refiners plant 
in Honolulu. 


During the year since Honolulu 
Gas Co. took over the Hilo system, 
an active renovation program has 
been under way. Nearly all meters 
have either been replaced or re- 
paired, as well as regulators, the ab- 
sence of which in times past had 
some strange effects on appliances 
at peak use periods. 


Furthermore, an energetic sales 
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promotion program has been under- 
taken, beginning with the day when 
Pacific Refiners and Hilo Gas Co. 
opened the new and larger quarters 
which they jointly occupy. On that 
day there was music and hula danc- 
ing and a drawing for an automatic 
gas dryer. One of the Honolulu Gas 
Co.’s home economists was on hand 
to serve refreshments and to dem- 
onstrate the superiority of gas 
cooking. 

Hilo, ordinarily a very quiet 
town, woke up, and more than 8000 











people poured through the new of- 
fice that day. 

Manager of the Hilo gas division 
of Honolulu Gas Co. is James R. 
Chandler, who came to the islands 
after extensive experience in butane 
operations in Indiana and Califor- 
nia. Today the Hilo Gas system 
sends out more butane than the 
total Territorial consumption of 
LPG in the days before Pacific 
Refiners. 

In developing its market, the com- 
pany’s sales force first went after 


“Time is money. Gas is fast." This message is told in six languages in this display 
at Honolulu's 49th State Fair. 





Signs are in Chinese, Japanese, Spanish, Hawaiian 
Filipino and English. 
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commercial installations such as 
restaurants and school cafeterias. 
This procedure had the effect, first 
of all, of building Isle-Gas load for 
the refinery, and secondly of giving 
salesmen a talking point when they 
went out into the domestic field. The 
plan brought rapid results, and to- 
day most of Hawaii’s rural restau- 
rants and schools are customers. 

Commercial installations, how- 
ever, are continuing to be a major 
element in the company’s business. 
American Can Co. has two can- 
making plants on the island of 
Maui, and two on Kauai, where 
Isle-Gas provides flame for the 
seamers. 

In Hilo, Flintkote Corp.’s Canec 
division has a large Isle-Gas instal- 
lation for use in drying the cane 
fibre used in manufacturing its pop- 
ular wallboard, and in drying coat- 
ings for some of their wallboard 
styles. Isle-Gas, although more ex- 
pensive than oil for these uses, was 
chosen because of its superior oper- 
ating characteristics. 

Another interesting installation 
in Hilo is the butane vapor system 
serving Lanakila Homes, a public 
housing project with 150 units. 
These homes are served by an inde- 
pendent distribution system fed 
from three 1144-gallon skid tanks, 
and each of the dwelling units oper- 
ates a gas range and gas water 
heater. This installation will con- 
sume about 4000 gallons of LPG 
per month. 

High above the clouds, in the 
crisp atmosphere at the 7000-foot 
level on the slopes of Haleakala on 
the island of Maui, Isle-Gas pro- 
vides warmth and hot meals for 
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tourists in a unique mountain lodge. 
Trekkers returning over the 10,000- 
foot summit from hikes or horse- 
back trips into the fabulous extinct 
crater are ready for Silversword 
Lodge’s hot food—or a toddy. 

Isle-Gas distribution continues to 
grow, despite the fact that Hawaii’s 
large oriental mali st is slow to 
abandon older methods and is cau- 
tious with its pennies. An important 
factor in this growth has been the 
attractive, competitive price, and 
the demonstrable cleanliness and 
convenience of the fuel. It’s a “show 
me” market. One dramatic move 
was the 12% reduction in Hilo gas 
rates made possible by the change 
to butane-air. And the price of 
Isle-Gas is in some cases as much 
as 50% lower than LPG distributed 
by older methods. 

Distribution of the fuel alter- 
nately by highway and barge pre- 
sents problems which perhaps no 
other LPG market has, but the 
same problems must also be faced 
by the fuel’s local competition. Pa- 
cific Refiners officials are inclined to 
take some pride in the fact that 
within two years’ time, a refinery 
has been built, retail or wholesale 
outlets have been established on five 
islands along the 350 miles of the 
Hawaiian archipeligo, and Isle-Gas 
has been established as an active 
contender in the rural fuel market. 

Most of the mechanical problems 
have been licked. Salesmanship is 
taking over for the attack on the 
big market that lies in the planta- 
tions, farms, ranches, and rural 
towns. LPG is a natural for the 
Paradise of the Pacific, and we in- 
tend to prove it. 
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LTHOUGH C. B. Ray, owner of 
the City Gas Co., of Grand Junc- 
tion, Colo., uses conventional mediums 
to develop the sale of butane-propane 
gas and equipment, he feels that an 
occasional party helps to stimulate 
business by filling the prospect file 
with a lot of new names. That is why 
he recently sat down and worked out 
the details for a community reception 
that was held in the City Gas Co.’s 
display rooms. 

The affair turned out to be a huge 
success. Mr. Ray made many new 
friends as a result of the enterprise. 
Some of these have already replaced 
antiquated heating and cooking facili- 
ties as a result of what they saw 
at the party. They are now users of 
efficient LP-Gas. 

When Mr. Ray completed his plans, 
he had developed the kind of a re- 
ception that those in the community 
understood and appreciated. He de- 
cided to serve food to all of his guests, 
to give every woman who attended 
an attractive gift at the door, and to 
conduct drawings for valuable prizes 
during the day. * 


Letting The Community Know 


First of all, Mr. Ray wanted his 
party to be well attended. In order 
to be sure it would be, it was neces- 
sary to extend a widespread and cor- 
dial invitation to as many people as 
possible. The public had to know the 
time, the place, and what to expect. 
The only way to accomplish this aim 
was to advertise the affair, so the 
facilities of the local newspaper and 
two radio stations were used to 
spread the information. 
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Colorado Dealer's Community Party 
Produces 1800 Gas Prospects 


By J. E. ANGEL 


Every day, starting four days be- 
fore the event, 10 spot announcements 
went out over the air urging one and 
all to come to the City Gas Co.’s 
“open house.” They were spaced at 
strategic intervals so as to reach both 
city and rural listeners. 

Mr. Ray was most anxious to have 
those living in outlying district hear 
these advertisements. It was found 
that the 7 a.m. broadcast was a good 
time to catch their ear. At this mom- 
ent the average farmer has com- 
pleted his morning chores and is 
seated at the table eating breakfast. 
The family usually has turned on the 
radio to hear the early morning news- 
cast. An announcement spotted during 
this period of broadcast commands 
their attenion. 

In planning his ad for the news- 
paper, Mr. Ray elected to make a 
big splash. He decided that it was 
better to run one big spread than a 
series of smaller notices. So several 
days before the party was to take 
place, he purchased two full pages of 
newspaper advertising space. Here, in 
large type, he told the readers all 
about what was to take place. He 
explained that every guest would be 
served food cooked by LP-Gas. He 
promised to give prizes to holders of 
lucky registration numbers. He made 
a big point of spotlighting the time, 
the place and the date so that these 
important facts would be impressed on 
everyone’s mind. It was an excellent 
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A portion of the display room of the City Gas Co. showing Tappan ranges, on one of 





which Mr. Ray cooked food for his party. 


attention-getter that helped swell the 
total attendance. 


Response To Advertising 


The effectiveness of this advertising 
was proved by the fact that the en- 
tire personnel of the City Gas Co. 
was literally swamped in taking care 
of the crowd that showed up. The 
doors had hardly opened at 8 a.m. 
when a stream of people began to 
flow into the display rooms. The tide 
kept coming until the doors swung 
closed at 6 in the evening. During the 
interim, every visitor was served with 
baked ham and hot biscuits. Before 
the day was over more than 95 pounds 
of ham and dozens of pans of bis- 
cuits had been consumed. 

Biscuits were made up before hand 
by a local bakery and kept refriger- 
ated until time for use. They were 
delivered to the show room ready for 
the oven, and baked on the premises 
in stock ranges that were on display. 
The ham, which had been. cooked the 
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evening before, was also kept hot 
in the oven of a Tappan stove. The 
serving process continued without in- 
terruption all day long. 


How Demonstrations Were Handled 


In order to cook on the premises 
and to display the stoves in operation, 
three ranges were hooked up with 
bottled gas. The company employes 
who were stationed at the improvised 
kitchen pointed out to the guests the 
simplicity of the hook-up and the ef- 
ficiency of the range. Questions rang- 
ing from: “How many hours would it 
take a cook stove to consume one 
bottle of gas?” to “What is the esti- 
mated cost of heating an average 
home with butane-propane gas ?” were 
asked and answered. 

As the people milled around the 
room they saw other ranges and heat- 
ing units on display. On many of the 
stoves rested copper colored pots and 
pans which gave the room the home 
atmosphere. 
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At one place on the floor a propane 
furnace had been set up and connected 
to the gas line. The visitors were 
guided over to it so that they could 
see how this effective equipment 
operates. 

The entire selling personnel was on 
hand, and these employes circulated 
around the room keeping interest 
alive and answering questions. They 
recounted many times the story of the 
City Gas Co. They pointed to the 
large storage tanks and explained 
that they were the biggest on Colo- 
rado’s Western slope. Because of the 
large storage capacity, it was ex- 
plained that the company’s customers 
were assured that the bulk plant would 
never run out of gas. 

The guests were also informed of 
the services rendered by the company. 
It was revealed that trucks had regu- 
lar service routes, and that one of 
these calls at least once a month on 
every customer, and more often if the 
need arises. The visitors were told 
that these routemen are all qualified 
servicemen and able to serve any 


need. It was also imparted that they 
keep accurate records of a customer’s 
storage capacity and average con- 
sumption. Because of this, users of 
LP-Gas will not run out of fuel. This, 
and similar information, was dissem- 
inated throughout the entire day. 

Since the whole purpose of the 
“open house” was to get the name 
and address of live prospects, every- 
one who entered the display room 
was handed a registration card and 
asked to fill it out. 

A stock of these cards had been 
printed up beforehand. They were 3” 
by 5” in dimension. On the top of 
the card, lines were provided for the 
individual to inscribe his name, his 
address and his telephone number. In 
addition to this, every registrant was 
asked to answer three questions. 
These were whether or not they were 
now using coal, electricity, or gas for 
cooking, hot water and _ heating. 
Spaces were provided so all any one 
had to do was to “X” in the type of 
fuel used. 

Every card had a number in the 











Bulk plant of City Gas Co., Grand Junction, Colo. 
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upper right hand corner. The guest 
who signed up was given a slip cor- 
responding with this number. This 
was for the purpose of conducting 
the drawing for prizes. At the end 
of the day 1800 visitors had signed 
a registration card. 


How Prizes Were Handled 


As promised in the advertising, 
every woman visitor was handed a 
gift as she entered the door. In each 
case this consisted of an attractive 
vase. Mr. Ray purchased these in 
wholesale lots in anticipation of a 
large turn-out and had enough on 
hand to fulfill his agreement with 
the public. 

Numbers corresponding to those in- 
scribed on the registration cards 
were placed in a box. Once every hour 
one of these numbers was pulled out. 
The visitor who held the original was 
awarded a piece of Revere Ware. This 
turned out to be a copper whistle 
kettle. 

At the conclusion of the party, and 
when it was determined that a num- 
ber for everyone who had registered 
was in the box, the lucky slip for 
the grand prize was drawn. Since this 
was a Tappan cooking range it was 
well worth winning. 


Beneficial Results Of Party 


The day after the party was over, 
Mr. Ray filed the registration cards 
away in his prospect box. He then 
set about to see that each name was 
systematically followed-up with a 
personal call. 

To accomplish this, Mr. Ray gives 
each salesman 15 of these cards every 
morning. The salesmeri are required 
to call at the addresses shown on the 
allotment. At night they report back 
to the office and tell what developed 
at each place. So far, the result of 
this type of solicitation has been most 
profitable. The records show that 
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10% of all those contacted have swung 
over to the LP-Gas equipment and are 
now using butane-propane gas. 

The party was held late last sum- 
mer. Up to the present time but one- 
third of the prospect list has been 
approached. This leaves 1200 still to 
see. At this early stage the profit 
from the venture figures as follows: 

Including the advertising, prizes, 
and cost of food, Mr. Ray spent a 
little more than $500 on the party. 
The profits accruing from the sale of — 
equipment and gas to registrants now 
is in excess of $5000. 

It will be a long time before the 
total profits can be computed. This is 
so because the remaining names yet 
must be contacted; the new customers 
will furnish more leads from among 
their friends, and the sale and ser- 
vice will continue indefinitely to those 
who have converted. 

-One fact stands out above all 
others. It was a profit-making idea. 
Should sales slow up again at some 
future date, then Mr. Ray will hold 
another party. 


Sunray Underground Storage 
Completed at Snyder, Texas 


One of the largest underground 
projects employed in the storage of 
liquefied petroleum gases in the na- 
tion is in the operation adjoining the 
new Scurry gasoline plant of Sunray 
Oil Corp. and associates, located two 
miles northwest of Snyder, Texas. 
The new plant was dedicated Oct. 24. 

Sunray as operator for itself and 
30 other companies and 60 individuals 
in the Scurry gasoline plant, operates 
three storage “wells” which afford 
access to a man-made underground 
“savings bank” with a combined ca- 
pacity of 3,700,000 gal. Sunray con- 
templates doubling the storage facili- 
ties within the next year. 


45 











Island dwellers the world over find butane a panacea for their fuel needs. In tropical Mayaguez, 


Puerto Rico, Americo Rodriguez, Inc., has two storage tanks with a combined capacity of 25,000 


gals. to serve its hundreds of customers. 
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Must Solve Winter-Summer Ratio 
To Gain Industry's Full Potential 


T would be interesting to know 
how many of you have taken the 
time and put forth the effort to 
closely analyze 
each of your in- 
dividual custom- 
ers with respect 
to the size of the 
system that the 
consumer needs. 
We have found, 
from discussing 
this problem 
with many of our 
dealers, that 
25% to 50% of 
the consumers 
were causing 
most of the trou- 
ble of fuel shortage with a system 
that was too small. I know you have 
heard of this larger tank program be- 
fore but I would like to mention some 
actual figures to show what has been 
accomplished which, I trust, will serve 
as an incentive for further progress of 
sufficient storage on the consumers 
premises. 

We know that our domestic fuel 
problem is a seasonal business—one 
which requires what I refer to as an 
out-of-balance investment for stor- 
age, tank cars, and trucking equip- 
ment, to adequately supply the con- 
sumer demand. 2 

I have been granted permission by 
W. G. Petty, your state association 
president, to review some of his fig- 
ures and show the problem with 
which he was confronted when the 
industry first started talking ratios. 





P. J. HOAGLAND 


DECEMBER— 1951 





By P. J. HOAGLAND* 


Warren Petroleum Corporation, 
Tulsa, Oklahoma 


Five years ago his average storage 
was slightly less than 300 gallons per 
customer. Today his average is 638 
gallons per customer and of the 1100 
accounts he is now serving, only 50 
remain that need supplemental stor- 
age. 

I would like to point out that this 
was accomplished without the aid of 
any industrial business or tractor 
conversions, but was brought about 
by a careful study, coupled with 
hard work, on strictly a domestic 
load. His requirements can now be 
supplied on a 1% to 1 ratio, which 
formerly was 3 to 1, and it is antici- 
pated that by next year the load will 
be on a 1% to 1, or possibly 1 to 1. 

Don’t say it can’t be done! Other 
dealers throughout the country are 
making large inroads into this ratio 
bugaboo and it is clearly evident 
among many accounts that further 
progress is being made. It is prob- 
lematical as to whether or not the 
LP-Gas_ industry will completely 
eliminate ratios so that production 
will be in complete balance with de- 
mand. 

Sometimes our vision becomes 
blurred looking too closely at our 
own problem and not taking a broad- 


*A paper delivered at the annual meeting 
of the Tennessee LP-Gas Assn. 


47 











er perspective of the overall picture. 
In the domestic field we should make 
sure we have on our glasses, as other 
industries are requiring more and 
more of the same hydrocarbons that 
you deliver to Mrs. John Doe for use 
under her teakettle. These growing 
industrial requirements, to mention a 
few, are in the form of high octane 
fuels, chemicals and synthetic rubber. 
It would be well here to state that 
chemicals manufactured from LP- 
Gas include alcohols, plastics, resins, 
glycols, detergents and special solv- 
ents. LP-Gas hydrocarbons used for 
chemical manufacturing totaled an 
estimated 650,000,000 gallons during 
1950 which is an increase of 19.3% 
over 1949 and second only to domes- 
tic sales. These industries offer a 
very attractive market to the pro- 
ducer, due to the uniformity of their 
monthly requirements, but no more 
so than the distributor serving the 
domestic field, once that distributor 
has overcome his excessive winter 
ratio. 


Producers Have Storage 


You often hear the remark of “let 
the producer put in the storage.” 
That’s what we are doing, but only 
as far as the law of economics will 
allow. During the past three years, 
we have installed four terminals, that 
in the aggregate total 260 propane 
storage tanks that have a water ca- 
pacity of 30,000 gallons each, or a 
total net storage of approximately 
7,000,000 gallons, which we are fur- 
ther increasing. The S.S. “Natalie O. 
Warren,” that plies between Houston 
and Newark, N. J., was converted 
from a dry cargo vessel and equipped 
with vertical tanks for a net capacity 
of 34,000 barrels—the equivalent of 
140 tank cars of propane. Two barges, 
“The City of Mobile” and “The City 
of Lake Charles” are now in service 
and each have a net capacity of 320,- 
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000 gallons. One more barge, “Pan- 
ama City,” will be in operation yet 
this year and will have a net capacity 
of 360,000 gallons. 

All of you are interested in the ad- 
Vancement being made concerning the 
industry’s latest development, name- 
ly, underground storage. We now 
have one underground cavern and 
three more in varying stages of com- 
pletion. These underground reservoirs 
will total about 7,000,000 gallons, 
which we expect to double or triple 
by next year. 


Storage Increasing 


Company-owned plant storage and 
that of other manufacturers, with 
whom we are contracted, totals 16,500,- 
000 gallons of available storage at the 
production centers. During the past 
12 months we have ordered 800 ad- 
ditional propane tank cars and the 
completion of this order will make a 
total of 2203 high pressure cars suit- 
able for the transportation of LP- 
Gas products. This represents an in- 
vestment of about $30,000,000 in our 
LP-Gas division and does not include 
any figures for the manufacturing 
division in the way of plant equip- 
ment or storage at these plants. 
Other producers are also expanding 
their facilities, both underground and 
aboveground steel storage, together 
with augmenting their tank car fleets 
—either leased or company-owned. 

We must make a reasonable return 
on our investment, the same as you, 
as dealers, must realize a profit from 
your capital expenditures. I heard a 
dealer recently remark that he ac- 
tually needed two delivery trucks 
during the summer and eight during 
the winter. He was operating six and 
confronted with idle equipment and a 
loss in man-hours. For your own 
benefit, you should be untiring in 
your efforts to overcome this difficulty 
or improve your position as much as 
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possible. Additional taxes have added 
to the burden and there is no indica- 
tion.that: our present defense program 







-ad- — will allow any tax reductions for a 
the | good many years to come—possibly 
me- |) not within this generation. 





Take a typical example of a dis- 
tributor operating on a 1% to 1 
ratio, with requirements of 12 to 18 
cars per month. For the 12 cars 
shipped during the so-called summer 
months, it means having eight cars 
in that dealer’s service, assuming 
that the eight cars will average one 
and one-half trips per month. The 


now 
and 
om- 
oirs 
ons, 
‘iple 







and ducks go South and the snow falls 
with and that same dealer requires 18 cars 
100,- which again, on the 1% trips per 


the month, finds the producer needing 12 


past tank cars to furnish the 1% to 1 
ad- ff ratio, or 18 cars per month. 

he Idle Tank Cars Don’t Pay 

uit- In round figures this represents an 
LP- investment of approximately $40,- 


iIn- 000, or $10,000 per car, for the four 
our additional tank cars needed and we 
have not found a CPA that can pre- 
‘Ing pare a financial statement showing 


11p- | where we derive any revenue from 
oa idle tank cars. In addition to our 
al transportation difficulties, we must 
ae also maintain storage to be able to 
wr supply, as much as possible, this ad- 

ditional increase in volume which is 
urn brought about by the winter demand. 
ou, You can readily appreciate that the 
‘om producer cannot justify the invest- 
da ment required to completely solve 


this dilemma. The solution will be 
cks the combined efforts of the producer, 
distributor AND consumer. With suf- 
ficient storage the trarsportation fa- 
sé cilities, both tank cars and _ trucks, 
will to a large degree solve their own 


wn 
in problem. 

Ity Take a moment or two to look at 
“ some production figures and see what 


has been done in the past and what 
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can be expected in the future. For 
the year of 1942, the marketed pro- 
duction of LP-Gas was 585,400,000 
gallons. I refer to 1942 because that 
is the first year the industry went 
over the one-half billion gallon mark. 
This compares with the estimated to- 
tal of 3,333,000,000 gallons for the 
year of 1950. During this nine-year 
span, there have been varying per- 
centages of increase over each pre- 
ceding year, which ranges from a low 
of 5.9% to a high of 42.4%. 

While on the subject of growth, it 
is interesting to note that the supply 
of LP-Gas is ahead of demand—on 
an annual basis. Additional quanti- 
ties will be produced this year, as 
new plants have been constructed and 
others are in various stages of com- 
pletion, which for the industry will 
bring an estimated daily increase of 
1,000,000 gallons from natural gas. 
This does not include any production 
from refinery sources. 


Situation Improved Over ’51 


Our industry, as a whole, should be 
in much better position for the winter 
of 1951 and 1952 as far as LP-Gas 
supplies are concerned, provided new 
tank cars now in order are delivered 
on schedule. Tank car manufacturers 
assure us, however, that steel will be 
received for completion of our orders. 
No doubt they have given the same 
encouragement to other purchasers of 
new tank cars, but if these cars fail 
to arrive, then you better pile the 
wood high and keep the ax sharp. It 
is not my intention to be alarmist, 
but we definitely need these addi- 
tional cars, and I would be mislead- 
ing if I stated otherwise. 

In regard to ratios, there is no 
doubt that underground storage and 
steel storage will improve the supply 
problem, but we are still going to be 
confronted with our transportation 
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needs, both tank cars and trucks. 
When you are operating a business 
that has seasonal demands, this prob- 
lem will always be with you in vary- 
ing degrees. The present ratio of 
1% to 1 is based on simple arith- 
metic. We keep a 12 months forecast 
on all of our customers, which is re- 
vised every month. Our analysis of 
production compared to the demand 
discloses that we will have quantities 
which can be supplied on this 1% to 
1 ratio. 


All Conditions Not Predictable 


As we know from past experience, 
abnormal conditions do arise. You 
cannot forecast floods, with the re- 
sultant washouts. You cannot look 
into the crystal ball for an answer 
to railroad strikes. You cannot fore- 
see plant freeze-ups and mechanical 
difficulties, which decrease produc- 
tion. Last, but not least, you cannot 
forecast explosions. Briefly, this all 
adds up to trouble and you cannot 
predict trouble. 

Whether future ratios will be 1.6 
to 1, 1.89 to 1, or 1.25 to 1, it is im- 
possible to foretell. We do know that 
some major producers are thinking of 
reducing the present ratios, but time 
alone will give the answer as to the 
feasibility of diminishing the gap be- 
tween the present 1% to 1. It is a 
certainty that any dealer who reaches 
the Utopia in this industry—a bal- 
anced load—places himself on the 
preferred list and will be in a better 
bargaining position with suppliers 
competing for his business. 

On a recent trip to Iowa, I noticed 
a staked truck that passed with a 
load of cylinders. What I am about 
to say would also apply to a bobtail 
truck or transport with a load of gas. 
The thought occurred to me—what a 
story we have to tell of the myriad 
number of operations that are behind 
that few gallons of LP-Gas and the 
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millions of dollars of invested capital 
that made it possible—your dollars 
and ours. 

There is the engineering and plan- 
ning for the construction of the plant; 
the gas contracts for the raw gas; 
the records to be maintained for the 
payment of the royalties on this gas; 
the pipe to be purchased and layed 
for the gathering system; the equip- 
ment to be bought and installed for 
the extraction; the storage tanks 
needed; the tank cars; the trucks; 
the system or bottle for the con- 
sumer, along with the heating equip- 
ment, .ranges, lighting, hot water 
tanks and refrigeration; the special 
equipment and fittings that are need- 
ed; the thousands of jobs made pos- 
sible—engineers, chemists, plant op- 
erators, salesmen, truck drivers, 
installation men and our right arm— 
the faithful secretary. 

There is also the increased revenue 
for the railroads and the thousands 
of trucks that would not otherwise 
be in operation. 

There is a powerful punch behind 
that few gallons being delivered to 
Mr. and Mrs. America, so that they 
can enjoy the convenience and com- 
fort which you daily bring. When 
you get through they will probably 
think they are getting their gas too 
cheap and will want you to raise the 
price. 


Panel Will Discuss 
Underground Storage 


Underground storage of natural gas 
will be featured at a panel discussion 
during the winter meeting of the In- 
terstate Oil Compact Commission on 
Dec. 11-12 in Little Rock, Ark. 

Engineering and legal committees 
will arrange the panel which will 
cover both legal and engineering prob- 
lems involved in setting up and oper- 
ating underground storage reservoirs. 
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Dealer Finds New Sales Fields 
When Natural Gas Moves In 


44 ATURAL gas is a good adver- 
tisement for propane,” says 
Joe Alexander, plant and route man- 
ager of the Blytheville Propane Corp., 
Inc., of Blytheville, Mississippi coun- 
ty, Ark. “When farmers come to town 
now they hear gas talked on every 
corner, for natural gas will come to 
Blytheville this winter. Knowing that 
everyone in Blytheville will soon be 
enjoying the convenience of gas makes 
the rural people just a little more anx- 
ious to be as modern as their neigh- 
bors in town.” 

The Blytheville Propane Corp. was 
organized in 1948 with A. R. Olson, 
general manager. Paul D. Lawrence, 
installation manager, has been with 
the concern since its beginning; also, 
in one capacity or another, has Joe 
Alexander, now plant and route man- 
ager. 

In five years Blytheville Propane 
has grown into an attractive, efficient- 
ly managed plant, and one of the 
largest in Arkansas. Every inch of 
the half-block grounds is geared to 
efficiency, and _ velvet-clipped lawns 
skirted by gravel driveways give 
Blytheville Propane the appearance of 
a small park. 

Mississippi county runs to “size” in 
a lot of ways. With an area of 919 
square miles it is one of the largest 
counties in the state, lying in the fer- 
tile Mississippi valley; it is the largest 
cotton producing county in the world 
and has the largest cotton farms— 
vast stretches of country that only 
afew years ago were dense wilder- 
ness. 
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By ZOE JOHNSON 


This prosperous country is ideal ter- 
ritory for the butane industry and 
though natural gas is coming to sev- 
eral towns scattered over the coun- 
ty, these gas mains can never touch 
the rural districts. And as Mr. Alex- 
ander says, this only makes rural peo- 
ple more conscious of the convenience 
of gas. 

Loss of town customers that will 
come this winter when Blytheville’s 
natural gas lines are put in opera- 
tion, Mr. Alexander says, is now being 
offset by the growing conversion of 
farm tractors and other farm ma- 
chinery to butane. More conversion, 
bringing in more rural customers, is 
their way of meeting natural gas com- 
petition—that and making prospective 








Paul Lawrence, 
installation manager 
for Blytheville (Ark.) 

Propane Corp. 








































































Bulk plant and cylinder filling station of Blytheville Propane Corp. 


customers realize that they can have 
the same comfort and convenience 
from butane that town people have 
from natural gas. 

Tractor conversion is now taking 
four-fifths of their summer load. 
While many country families are 
still using propane only for cooking, 
keeping their 80-100 lb. bottles filled 
plugs another big gap in the summer 
load. 

Their initial charge to a customer 
for converting a tractor is $56 and 
they are prepared to make repairs 
on any breakdown of farm trucks, 
tractors, and other machinery. 

Besides the great saving of the 
cheaper fuel, conversion saves the 
farmer 50% on oil consumption and 
from one-third to two-thirds on re- 
pair expense of farm machinery. 

Blytheville Propane is now serv- 
icing between 125 and 150 tractors. 
On large farms that run into thou- 
sands of acres in Mississippi county, 
several tractors running every day eat 
a lot of propane. Smaller tractors 
consume from 15 to 20 gallons per 
day and the larger ones 40 to 50 
gallons per day. On some farms where 


a2 


there are several tractors running 
they deliver from 20 to 25 bottles 
daily. There are farms that use from 
2000 to 3000 gallons of fuel weekly 
for tractors alone. 


Propane for fuel cuts their expense } 


at least one-third and in some cases 


one-half. On a 2000-acre farm the | 


saving from conversion is enough in 
one season to buy a new tractor. 
Even with conversion, the fuel bills 


of these large plantations run into | 
thousands of dollars a season. Thus, | 


the loss of town dwellings to natural 


gas is a very negligible factor to the | 


Blytheville Propane Corp. 

Their largest customer is the R. D. 
Hughes cotton gin in Blytheville 
which is also the largest gin in Mis- 
sissippi county and gins on an average 
of 15,000 bales per season. 

Also, new installations of some kind 
are made every week and the peak of 
calls for new installations will be- 
gin in October and run through De- 
cember. Thus, year after year, more 
people install butane and Mr. Alex- 
ander says he can see no saturation 
point for the butane industry. 

Mr. Alexander makes efficiency the 
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pivot on which the Blytheville plant 
turns—efficiency in every department. 
And efficiency calls for orderliness. 

Every pipe line and piece of ma- 
chinery shines with new paint. A 
closet stores paint brushes and buck- 
ets out of sight. Workmen making re- 
pairs about the place must clean away 
all shavings and debris from their 
work. In the appliance and parts stor- 
age room there is the order of a 
department store. Every nut and bolt 
and fitting is in its bin and a mechanic 
can tell in a moment if the needed 
part is out of stock and what repair 
stock needs replenishing. 


Showroom Made Attractive 


Ranges and other appliances are so 
placed that a customer can be taken 
through and shown the different 
brands on display with no more incon- 
venience than in a furniture store. 
Floors are clean and there is never 
any clutter about the doorways or 
scattered over the lawn. 

New landscaping plans for the 
plant grounds will include a barbecue 
pit and tables for summer parties of 
the employes. The management be- 
lieves in knowing its employes in a 
friendly, personal way and _ helps 
straighten out any private troubles of 
their men that may be cutting down 
their efficiency. Sudden sickness or 
prolonged illness in a man’s family, 
Mr. Alexander says, can cut into a 
man, but if he is assured of help and 
understanding he can carry on and 
makes a better employe than ever. 
Payment of employes is on an incen- 
tive basis and each employe is paid 
according to what he accomplishes. 

Further plans in therplant landscap- 
ing call for maples to be set along 
the graveled roads and removing of 
two large gin storage tanks that were 
on the property when it was purchased 
by Blytheville Propane. 

This plant beautification and effi- 
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ciency is only a reflection of the prac- 
tice of efficiency striven for in ser- 
vice to customers — filling a call 
for fuel the hour it is received if 
possible; making immediate adjust- 
ments for any deficiency that some- 
times does happen in installations; 
giving the best and quickest service 
on machinery repairs and reconver- 
sions. 

To make customer service more 
economical, Blytheville Propane has 
two sub-stations, one at Luxora, Ark., 
and one at Steele, Mo. This gives them 
a radius of approximately 25 miles 
for their longest hauls and greatly in- 
creases the territory they can serve. 

Storage capacity in Blytheville is 
60,000 gallons, and at Luxora and 
Steele, 18,000 gallons each. 

It is this five-year program of con- 
structive policies and good service 
that makes Blytheville Propane wel- 
come natural gas, not as a competitor, 
but as a good advertisement for the 
propane it sells. 


Gas Near Foot of List 
Of Fire Loss Causes 


Gas and gas appliances stood 20th 
on a list of 25 causes of fire losses in 
the United States during 1950, accord- 
ing to a report recently issued by the 
National Fire Protection Assn. Out of 
a total of 600,000 fires causing aggre- 
gate losses of $699,600,000 during the 
year, only 7800 fires with total losses 
of $9,000,000 were attributed to gas 
and gas appliances. 

Smoking and matches headed the 
list of fire causes last year, as being 
responsible for 93,000 fires and losses 
of $55,000,000. Electrical—fixed serv- 
ices, fires due to misuse, or faulty 
wiring and equipment—was named by 
the National Fire Protection Assn. as 
second on the list, causing 53,700 fires 
and a total loss of $73,000,000 in 1950. 
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OW many of you* remember the 

old “Two Hook System” of do- 
ing business? Then, the owner knew 
all his customers. He sold for cash 
or maybe extended credit until the 
end of the week. He kept track of 
things on two hooks. What he owed 
on one—what they owed on the other. 
Then at the end of the month, he 
totaled up the two hooks, checked his 
bank account, and determined his 
profit. That’s all there was to it. In 
those days, business was really quite 
a lot of fun. 

But today the “Two Hook System” 
is long gone. Business has been com- 
plicated by a lot of federal, state, 
and local regulations—further com- 
plicated by the demand for almost 
unlimited credit; keen competition 
from an ever increasing number and 
type of competitors. Inflation has 
brought high and increasing costs, 
and added to all this is the National 
Emergency with its shortages and 
uncertainties. So, today your job of 
maintaining adequate profit margins 
between costs and income requires a 
great deal more than mere guessing. 

Actually what you need is some- 
thing to take the guess work out of 
your business. You need something 
to give you the facts. The answer is 
a good accounting system, because 
only through the records it provides, 
can you see the result of all your 
policies and operations in terms of 
dollars and cents. 





*An address to the North Eastern Dis- 
trict, LPGA, New York City, Oct. 11. 
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Profit Or Loss? 
Your books should give the answer 


By JOHN A. ACKLEY 
t Sales M ger, Pyrofax Gas Co., 
New York City 


Assist 





For instance, you may feel sure a 
50% mark-up on appliances is enough 
to cover all your expenses, and still 
show you a fair profit—you may be 
just as certain the most economical 
way to deliver gas is with two men 
on a truck—you may be just as sure 
some labor-saving tools will improve 
your efficiency—they probably will, 
but you are never certain until you 
see it in black and white at the end 
of the month. 

I mentioned tools. Your accounting 
system is just one of the many tools 
in your business, but without any 
doubt it is the most important of all, 
for its function is to control and as- 
sure the proper and efficient use of 
your money. When we think of tools, 
we think of the things they enable 
us to do—and that’s what I’m going 
to talk about today—the services 
your accounting system can perform 
for your business. 

However, I want to explain, this 
isn’t in any way supposed to be a 
technical discussion of accounting. 
We don’t care about any particular 
system or the merits of it. Instead 
it’s to be a discussion of the uses of 
your system in everyday, down-to- 
earth language, all of us can under- 
stand. 

Usually, a little ahead of the be- 
ginning of a new year, we all get 
ambitions about the things we’d like 
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' to accomplish. In our business, they 


usually take the form of the number 
of new installations we’d like to 
make, and the profit we want at the 
end of the year. Generally, that’s 
about as far as it goes; sometimes 
they get accomplished, and some- 
times they don’t. To get the job 
done, it’s necessary to plan ahead 
and ask yourself questions similar to 
some of these: 

Have I actually studied and 
planned how I’m going to sell and in- 
stall the number of new jobs I want 
during 1952? Do I know what mark- 
up on appliances will give me the 
profit I need? What is the situation 
in regard to my personnel? Can I do 
it with my present employes? Do I 
have sufficient capital, or will it be 
necessary for me to go to the bank 
and borrow money? Am I in a po- 
sition to borrow money? Can I show 
the banker I’ve made progress year 
after year? The point is, these and 
many other questions must be an- 
swered before the job can be done. 

Now, just what is your accounting 
system designed to do for you? Ob- 
viously, it should supply you with 
such things as your Net Profit and 








TABLE 2. PROFIT AND LOSS 








STATEMENT 
Yo of 
1949 Amount Sales 
NET SALES ............ $39,300 100 
Cost of goods sold 28,300 72 
Gross profit .......... 11,000 28 
Operating expenses 
1 Sees 4,750 12.1 
Administrative 
and general........ 2,650 6.8 
Financial _ .............. 100 0.3 
TOTAL EX- 
PENSES ............ 7,500 19.2 
Net operating 
VRQ fos be $ 3,500 8.8 




















TABLE 1. PROFIT AND LOSS 
STATEMENT 
1949 
INE GAUDS. 2. sce: $39,300 
Cost of goods sold.......... 28,300 
GPOSS) PONE .2c..:2:5.24.5 11,000 
Operating expenses 
PCN cc ae seers a tastes 4,750 
Administrative and gen- 
eM re Sera ak Barter i 2,650 
IHEMOIGh cess 100 
TOTAL EXPENSE6.......... 7,500 
Net operating profit.......... $ 3,500 
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your Net Worth. Also, Financial 
Statements, and the facts necessary 
to prepare tax returns of all types. 
But that’s only the beginning. It can 
guide and control your operations 
throughout the year by providing fig- 
ures on sales, stock on hand, mark-up 
and expenses. It should be the basis 
for your decisions, to insure a fair 
return on the capital you have in- 
vested. Briefly, it should help you to 
make more money. 

A profit and loss statement is 
shown in Table 1. 

The reason for having one of these 
is to find out where you are going. 
To see if you’re making money, and 
if it’s enough. But, we can learn a 
great deal more from this statement 
if we develop the items in terms of 
percentage of total sales. An exam- 
ple is Table 2. 

Then, if we get one more figure be- 
tween the cost of the goods sold and 
the selling price, we can see the 
mark-up obtained. In this case, the 
Gross Profit amounted to $11,000, 
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which is 39% on the cost of the goods 
and 28% on the selling price against 
which all of your expenses must be 
applied. 


Just these few extra figures tell us 
a great deal more about the business. 
We see after everything has been 
paid for, and the expenses deducted, 
we have a profit of $3,500, or prac- 
tically 9 cents on every dollar’s worth 
of sales. It further tells us that just 
as long as this volume is maintained, 
goods are marked up 39%, and ex- 
penses are kept at their present level, 
we will continue to make practically 
9 cents on every dollar’s worth of 
goods we sell. If you buy a gas range 
for $100, you’ll sell it for $139, and 
earn a profit of $12.23 after all ex- 
penses have been met, and not $39, 
which is the mark-up placed on the 
range. 

Looking at it from the other side, 
if your sales are off, or you take a 
lot of trade-ins, your profit will 
shrink, unless at the same time, your 
expenses are correspondingly re- 


duced. There is a definite relation- 
ship between sales, expenses, and net 
profit, and you must maintain it if 
your business is to move steadily 
ahead. 

Now, if this profit isn’t adequate, 
what can be done to increase it? For 
one thing, you can use a more real- 
istic mark-up. In this case, a 60% 
mark-up would have increased the 
gross profit by nearly $7,000, and 
your net profit could have easily been 
doubled. You could sell a_ higher 
grade of merchandise. It might take 
more selling, but maybe two ranges 





of higher quality would bring a great- | 


er income than three low priced mod- 
els. You could reduce your expenses 
through greater efficiency or, if that 
isn’t possible, you might have to 
move to a less expensive location. 
A third alternative is to stay where 
you are, maintain your existing ex- 
penses, continue to mark your goods 
up 39%, but through more sales ef- 
fort increase your volume. In this 
way, you spread your fixed costs over 














TABLE 3. PROFIT AND LOSS STATEMENTS FOR 1950 AND 1949 
Increase 
Percent 
1950 Percent 
over of Sales 
1950 1949 1949 1950 1949 
BIST RS cc sek $49,200 $39,300 25.0 100 100 
Cost of goods sold............ 34,100 28,300 21.0 69.3 72.0 
GPOBS YORE .2.60200- ices. 15,100 11,000 37.0 30.7 28.0 
OPERATING EXPENSES 
Selling expenses .............. 6,450 4,750 35.6 13.1 12.1 
Administrative & general 4,575 2,650 72.6 9.3 6.8 
QT re 140 100 40.0 0.3 0.3 
TOTAL EXPENSE ............ 11,165 7,500 48.8 22.7 19.2 
NET OPERATING : 
et 5,0) Ce Lf i he $ 3,935 $ 3,500 12.4 8.0 8.8 
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more units, and a greater profit will 
result. Any one of these three alter- 
natives, or a combination of them, 
will bring a greater return, but just 
as long as you make no changes your 
profit won’t increase. 

Now, let’s assume this is your 1949 
statement. What were the trends in 
these items in 1950? Was your busi- 
ness managed as well last year as it 
was in 1949? Obviously, this in- 
volves a comparison, and the best 
way to see the changes is to make up 
a comparative statement. There’s one 
for the two years in Table 3. : 

The first column of figures is the 
1950 statement, and the fourth col- 
umn shows these items expressed in 
percentages of the total sales for 
1950. The second and fifth columns 
are the figures we have been talking 
about for 1949. This center column 
shows the percentage increase of 
these items in 1950 over the year 
1949, 

We see you did $39,300 in 1949, and 
you made a profit of $3,500, which is 
88%. In 1950 you did 25% more 
business, and you made $435 more, 
or 12.4% more than in 1949. Now 
what were the reasons for making 
only half of the expected increase in 
profits? It wasn’t your mark-up, for 
the gross profit was greater in 1950 
by nearly 3%, but something hap- 
pened to increase your expenses by 
nearly 50%. The administrative and 
general expenses were the big offend- 
ers as they went up over 70% and 
wiped out half of the anticipated 
profit. Here again, we see the definite 
relationship between sales, expenses, 
and profit, and the need to control 
them at all times. ‘ 

We all know you’ve got to do more 
business if you want to make greater 
profits, but we must never lose sight 
of one important fact. You can’t do it 
by merely selling more. You must do 
it at a mark-up you know is profit- 
able. Don’t sacrifice your investment 
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in overhead, appliances and profits 
just for the sake of doing more busi- 
ness. 

Now let’s take a look at the second 
basic record of your accounting sys- 
tem—the balance sheet (Table 4). 








TABLE 4. BALANCE SHEET 
1949 
ASSETS 
Current assets ................ $12,200 
Pixed assets. .:.....::2...2::.. 14,100 
Other assets: .................. 2,100 
TOTAL ASSETS .............. 28,400 
LIABILITIES & NET 
WORTH 
Current liabilities............ 4,000 
Fixed liabilities................ 8,000 
NET WORTHED ..2.:..s.c0.:00: 16,400 
ROVERS sessilis $28,400 











It’s divided into two parts. On one 
one hand, you have the items you 
own—cash, accounts receivable, inven- 
tory, trucks, buildings, etc. On the 
other hand, are the financial’ obliga- 
tions to others; money due for mer- 
chandise, notes, mortgages, etc., and 
the difference is the Net Worth, or 
the value of your business. We make 
up this Balance Sheet to give you a 
statement of your business at regular 
intervals, and to submit to your sup- 
pliers in order to obtain credit. These 
are the two most common reasons, 
but just like the Profit and Loss 
statement, it has many other uses. 

For one thing, we can learn some- 
thing about the money available to 
operate the business. The money you 
need to pay salaries and wages; to 
buy gas and oil for your trucks; to 
pay for parts and inventory, and to 
extend credit to your customers. We 
call this working capital. That’s the 
money left over when you apply the 
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total amount of what you owe within 
30 days against the cash and what 
you expect to turn into cash within 
that same period of time. On the 
Balance Sheet these items are shown 
as current assets, and current liabili- 
ties. To determine the amount of 
working capital available, we sub- 
tract one from the other. In this 
case it is $12,200 minus $4,000, or 
$8,200. 

This brings up the question of how 
much working capital is needed. Nat- 
urally this varies with every business, 
and without all the facts no blanket 
figure can be given. But to determine 
the minimum requirements, check 
your records, and see when you had 
the greatest investment in inventory 
and accounts receivable. At _ that 
time, the current assets minus the 
current liabilities is the smallest 
amount with which you can operate 
and keep current because this is the 
time when your greatest amount of 
working capital is tied up. 


Two Sources of Capital 


At times you may find you need 
more working capital to operate your 


business. If you do, two sources are 
open to you. One is to initiate poli- 
cies which will turn more of your 
accounts receivable and _ inventory 
into cash. This probably means a 
more efficient collection policy and a 
reduction in inventory. If you can’t, 
or for various reasons you don’t want 
to change these items into cash, then 
you must borrow money. In the 
event you are contemplating a bank 
loan as a source of more working cap- 
ital, the best way to get your bear- 
ings is to think of the loan as a piece 
of equipment for your business. If 
the use of it will increase your effi- 
ciency by more than the cost of the 
loan, you are wise to borrow, as with 
it you will be able to operate freely, 
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take all your discounts, pay your bills 
in accordance with your suppliers’ 
terms and keep a good credit rating. 

On the other hand, if you can’t in. 
crease your efficiency by more than 
the cost of the loan—don’t borrow— 
but take the other course of turning 
some of your inventory into cash, and 
speeding up your collections so as to 
get more working capital. This sec. 
ond course will also enable you to 
keep a high credit standing. 


Can You Pay Your Bills? 
On your present basis of operations 


‘are you able to pay your bills in ae- 


cordance with your suppliers’ terms? 
Because the ability to pay is depend- 
ent on the amount of working capital 
available, we refer back to these 
same current assets and current lia- 
bilities. To quickly establish your 
ability to pay, we work out a com- 
parison by dividing the liabilities into 
assets as shown in this example: 


Current assets $12,200 = $3.05* 


Current liabilities..$ 4,000 


Now, the rule of the thumb is at 
least 2 to 1 is satisfactory, because 
it allows an extra dollar in cash, or 
what you expect to turn into cash 
within 30 days, to pay what you owe 
in this same period of time. This 
extra $1 is normally enough, but to 
be absolutely sure, you should check 
your cash position more closely. We 
do this by what is called the Quick 
or Acid Test ratio where we exclude 
the inventory from the current assets, 
and we get our comparison between 
only the very liquid assets—cash and 
accounts receivable and the same 
current liabilities—as shown in this 
ratio: 


*For every dollar in current liabilities, 
you have $3.05 in current assets.—Editor. 
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Mr. Cleon Lee, C. & L. Market 
logan, Utah 
Says:—We are very thrilled with 
the clean efficient beat our Em- 
pire Floor Furnace gives us. We 
have become the envy of a great 
many of our grocery customers. 


Mr. Tyman Jackson, 
Twin City Motor Court 
New Brighton, Minnesota 
Says:—We have 30 Empire Floor 
Furnaces installed in our cabins 
and, outside of the very econom- 
ical cost of operation, the most 
satisfying feature is the almost 
total lack of service required to 
keep them operating efficiently. 


Mr. John W. Mosteller 
Cherryville, North Carolina 
Says:—The Empire Floor Fur- 
nace installed in my house has 
been in continuous service dur- 
ing the beating months and 
doing a wonderful, quick, clean, 
noiseless job at an amazingly low 

cost. 


INSTALL EMPIRE 


AND 


HAVE SATISFIED CUSTOMERS 


EMPIRE GAS FLOOR FURNACES 


e EASY TO INSTALL @ NO BASEMENT NEEDED 
@ ECONOMICAL TO OPERATE NO AIR DUCTS REQUIRED 
@ LOW FIRST COSTS e@ NO EXPENSIVE EXCAVATIONS 


APPROVED 


THE FAMED 
a ad ; ; Gas 
fai, ar BURNER 
a “EXCLUSIVE 
am a i WITH EMPIRE” 


t 
§5539535 


Developed to burn gas, the only fully automatic 
fuel, the new Empire Gas Burner will burn Natural, 
Mixed, or L-P gases. 

SEE YOUR LOCAL EMPIRE REPRESENTATIVE OR WRITE DIRECT TO EMPIRE 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF Gae FLOOR FURNACES 
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Quick assets .............. $6,000 = 1.5 





Quick liabilities.......... $4,000 


The rule of the thumb here is at 
least 1 to 1 is safe, for it assumes 
your collection policy is efficient 
enough to keep money coming in fast 
enough, to meet obligations due with- 
in 30 days, even if nothing is sold 
from the inventory. 

You ought to work out these two 
ratios together, for it is very possible 
the same Balance Sheet could show 
one to be satisfactory, and the other 
unsafe. To illustrate this, see a sec- 
tion of the Balance Sheet (Table 5) 
showing the three main items of 
which current assets consist. 

In this instance, the current ratio 
would be $20,000 over $7,500, or bet- 
ter than 2% to 1, which is satisfac- 
tory. But look at the Quick Ratio— 
the liquid assets of cash plus ac- 
counts receivables are only $5,000, 
and the current liabilities are again 
$7,500. This is only 2/3 to 1. Clearly, 
this business will experience great 
difficulty in paying bills. It can’t pay 
them unless a miracle happens be- 
cause $7,500 is owed within 30 days, 
and only $1,000 in cash, and up to 
$4,000 in accounts receivable are 
available to pay them. Even if all 
the money due is collected, we are 
$2,500 short. 


The big difficulty here is this busi- 
ness is top heavy in inventory. Over 
60% of the working capital is tied 
up in merchandise, and unless some- 
thing is quickly done to get more 
cash in the business, bills can’t be 
paid on the creditors’ terms; your 
credit rating will suffer, and none of 
us can afford that luxury today. The 
answer is obviously to reduce the in- 
ventory by at least $2,500, and keep 
it available in cash for operating the 
business. 

This poor cash position isn’t al- 
ways the. result of too much inven- 
tory. Just as frequently the receiv- 
ables get out of line. In other cases, 
both the receivables and the inven- 
tory get top heavy, and then it’s 
necessary to reduce both of them at 
the same time, to get the business 
in a sound operating condition. 

What about your collections? Are 
they adequate for your business? As 
an illustration, suppose you had sales 
of $49,200 during 1950 (from P & L 
Statement), and at the end of the 
year your receivables stood at $5,850 
(from Balance Sheet). A comparison 
between these two would be shown in 
this ratio: 


re $49,200 = 8.4 












Accounts receivables..$ 5,850 
This shows your sales are about 





Cs NOUR acters a eee $ 1,000 
Accounts receivable ...... 4,000 
PTIVONCOEG a. -cscenncen cocci cctecks 15,000 
Total current assets...... 20,000 
Total current liabilities 7,500 





TABLE 5. CASH POSITION 


Current Ratio 
Current assets = $20,000 = 2.7 
Current liabil- 
ities 





7,500 
Quick Ratio 





Quick assets = 5,000 = 0.66 
Quick liabili- 
1, eS $ 7,500 
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YOU CAN'T BEAT THE LMC TEAM 
FOR LOW MILEAGE COSTS 


Standard equipment for 
the thrifty L-P Gas Haul- 
er is the LMC twin- 
barrel unit with a capa- 
city of 3000-5500 gal- 
lons. Your choice of sin- 
gle or dual axle. 


Some distributors have 
found this triple-barrel 
unit especially effective 
in cutting mileage costs 
per haul. Available for 
use with single or dual 
axle tractors. 


The LMC Delivery Unit is built 
for economy. Like all LMC 
Transport Tanks it is construct- 
ed of high-tensile steel with 
recessed fittings. 


(UBBOCK MACHINE CC 


WRITE, PHONE OR WIRE LMC, BOX 1138 
PH. 4631—LUBBOCK, TEXAS 


ayliic. 
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eight times the amount of the receiv- 
ables on the books. The average pe- 
riod represented by the unpaid ac- 
counts is about % of a year, or 40 
days. If your credit terms are 3 
days, your collections are running 10 
days behind. 

Let’s take another example. Sup- 
pose your accounts receivables are 
$15,000, and your average monthly 
sales are $5,000, or $60,000 per year. 
Here’s how you show the ratio: 
Sl re eee. $60,000 = 4 





Accounts receivables..$15,000 
Don’t Tie Up Capital 


In this case, your sales are four 
times your receivables. The average 
period represented by unpaid ac- 
counts is %4 of a year, or 90 days. 
With credit terms of 30 days, your 
collections are 60 days behind. If 
such a condition exists you must go 
after collections without delay be- 
cause $10,000 of your valuable work- 
ing capital is tied up in bills owed 
to you. 

Let’s put this on a monthly basis. 
Suppose you did $4,000 in December 
and another $4,000 in January. By 
the end of January a good collector 
will have only the January business 
on the books. December will be en- 
tirely paid, and he’d have only one 
dollar on the books for every dollar 
of sale. But if you have $6,000, a 
$1.50 is outstanding for every $1 of 
sale. It’s a signal you’re slipping; 
you’d better have unlimited capital, 
or you can’t pay your bills. 

If you’re selling a particular type 
of customer such as crop farmers 
who want to pay you after the crop 
is sold, and you know the money is 
good from years of experience, then 
you definitely have to plan at the 
time you sell this customer to have 
enough working capital to take care 
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of it. Your suppliers can’t be ex- 
pected to supply the capital for you 
to “carry” this type of customer. 

Collections are a most important 
part of your business. No sale is 
completed until it is paid for. When 
people owe you money you can either 
collect it, keep a friend, and his busi- 
ness, and be able to pay your bills, 
or not collect, lose a friend and his 
business, because he will avoid you 
and not be able to pay your bills. 
Remember, no one but yourself will 
ever collect the money owed to you. 

Another point on collections. Prices 
and wages have recently been frozen. 
Taxes are sure to increase. Your cus- 
tomers already owe a great deal of 
money on furniture, automobiles, tele- 
vision sets and other appliances. As 
a result they will have less money 
available to pay bills. You need a 
good collection system to get there 
first. 


Inventory Shows a Lot 


How many times does your inven- 
tory turn over in a year? You can 
learn a great deal about your effi- 
ciency in purchasing, handling, and 
selling of appliances from it. Sup- 
pose your Balance Sheet shows the 
average inventory during 1950 was 
$12,500, and the Profit and Loss 
Statement shows the cost of the goods 
sold was $37,500. Your merchandise 
turnover would be figured in this 
way: 

Cost of goods sold........ $37,500 = 3 





Inventory (average)....$12,500 

This shows your stock turned over 
an average of three times during the 
year. It further shows, you have 
enough money invested in merchan- 
dise to do four months’ business, and 
your stock on the average is four 
months old. Some of it is probably 
much older, and getting obsolete. If 
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you could confine your purchasing 














































a more closely to the items you sell, 
; and step up your selling program, 
tant | perhaps you would need to carry only 
2 js | two months’ supply, and you could 
Then jj turn it six times. In other words, if 
ther {{ you turn over your stock twice as 
usi- {| fast, you need only half as much 
ills money tied up in merchandise. 

his Maybe it’s sufficient to figure your 
you | turnover on all the merchandise com- 
ills, | bined. But if the average is low, 
wil] }) break it down into the different types 
u. you handle, so as to spot slow-moving 
ices | goods you want to push or discon- 
en. tinue entirely. 

vus- 4 Every one of you has a business 


of which you’ve been operating for sev- 
eral years. You know you’re doing 
As more business each year, but have 
you ever checked up to see how much 





_ | of it is yours, and how much of it 
belongs to the bank and the suppliers 
ain from whom you buy? Naturally, 
every business constantly has liabili- 
ties, as capital is borrowed for ex- 
wie | pansion, and because you don’t pay 


: cash for everything you buy. But the 
an ( goal we all seek is to own more of 








ffi- the business each year, and in time 
ind to own it all except the money re- 
Ip- quired for current purchases. If 
she }{ you’re interested in what’s going on 
'as along these lines just refer to your 
Ss Balance Sheet, and write down the 
ds total liabilities. Underneath it put 
ise ‘own the net worth of the business as 
1is in these examples: 
1949 

3 WRN Rg gee or ee ea $12,200 

a CL ee a ee $16,400 
er 1950 
he Liabilities ............. + $10,000 
ve 
ne RGU, WONG so. gec eis Nideatares $18,000 
rd We see in 1949, the value of the 
ar frm was $16,400, the total amount 
ly owed was $12,200. In 1950 the posi- 
If tion was improved because only $10,- 
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000 was owed, and the value of the 
business had gone up to $18,000. This 
is very definite progress. Your share 
of ownership has increased, and this 
trend should continue to the point 
where you own all of it except the 
current obligations necessary to do 
business. 

This change in your share of the 
business, in many cases, accounts for 
what otherwise may have seemed a 
smaller profit than you anticipated 
when you had a good year. instead 
of putting it in your pocket, the profit 
went into the business in the form of 
assets which you own now instead of 
the bank or your suppliers. 


Where Are You Going? 


The accounting system you have is 
like a road map, which tells you how 
to go from one place to another. 
When you are planning a long auto- 
mobile trip you first sit down and 
look at the map to see if the road 
you want is open. Then, when you 
get going and come to a fork in the 
road you don’t guess whether to turn 
left or right, but you look at the map 
and turn as indicated. If you run into 
some unexpected construction, you 
don’t merely step on the gas and go 
blindly ahead. Instead, you slow 
down, watch for directions and turn 
accordingly. Sometimes a dirt road 
looks like a short cut, but you don’t 
take it because you know you’ll lose 
time and perhaps go off into the 
ditch. 

And that’s the way it is with your 
business. Your long trip is the year 
ahead, and when you plan it, your 
first step is to sit down, with the map, 
your accounting records, to see if the 
road to profit is open. When you 
come to the end of the month, you 
don’t guess whether you’re making 
profit, but you look at records to find 
out definitely. 
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CHAPTER 9 


Pricing LP-Gas 


Progressive’ And Other Methods 


mention was made of the pro- 
gressive method of pricing gas 
when it is sold by the pound. In 
order that there may be continuity 
in our thinking, the same competi- 
tive electric rate will be used as in 
Chapter 7. It will also permit us to 
make reference to Tables 10 and 11. 
Table 13 has been compiled for 
the benefit of those selling by the 
pound and who wish to use the pro- 
gressive method of cylinder pricing. 
Remember that in this method of 
pricing, the customer goes back to 
a high price at the first of each 
calendar period or each Price Scale 
year. Don’t be alarmed at the Ad- 
justed Price of $4.70 in the larger 
quantity bracket, for this price 


I: the preceding chapter some 
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= 


By The Pound 


schedule amounts to practically the 
same thing as the Flat Pricing 
Table No. 12 insofar as the dollars 
and cents which you will receive are 
concerned. Take a look at Table 14 
or try making a few comparisons 
yourself if you are not convinced. 

The principal advantage of pro- 
gressive pricing is that you are sure 
of being paid the correct price for 








the quantity of gas which you are 
delivering, whereas under the flat 
pricing method you gamble upon 
the quantity which the customer 
may use and rarely hit the correct 
amount. 

If you do not have close control 


By C. C. TURNER 
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LS. ...and for a happier, more pros- 


perous new year, better see CALOR now” 


® 
ee 
e 
For a more complete service all ways—always call CALOR — 


CALOR GAS COMPANY 


114 SANSOME STREET + SAN FRANCISCO 4, CALIFORNIA 
Telephone YUKON 2-3360 


Sewing Westem America 
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TABLE 13. PROGRESSIVE PRICING METHOD. 


Suggested bracketed price list for propane gas in 100 lb. cylinders in 

competition with electricity at 5c per KWH for 15 KWH, 2c per KWH 

for 130 KWH, and 1c per KWH for all over that amount. Cooking 

energy ratio 4.75 KWH to each pound of propane for equivalent of 100 

KWH used in cooking. Balance at an energy ratio of 4.67 KWH to 1 lb. 
of propane, 


, 


B. C. D. E. F. 


Cylinder being 
price scale yr. 

Difference this 
being price of 

cylinder being 
delivered 


OID Hw) 8/0) delivered in 
Customer has 


Total yearly 
fuel bill per 
paid up to 


Column L 
Table 10 
this delivery 


Suggested 
adjusted 
Suggested 
bracketed 
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McNamar Boiler & Tank Co. 


BOX 868, TULSA, OKLA. 
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of the calculations in Table 10. 


ist cylinder in Price Scale Year 
2nd cylinder in Price Scale Year 
3rd cylinder in Price Scale Year 





Notes For Table 13 On p. 68 


Notes: Broken lines (... ) are to assist in reading table. Solid lines 
( ) are divisions between price brackets. 


* Variation from average because of going to nearest cent in some part 


** A transition price between this and the next price bracket. From 40 
cylinders through 1000 the price figures almost without exception 
$4.688, so $4.70 has been selected as the Suggested Bracket Price, and 
the $4.70 bracket runs from 12 through 1000 cylinders. 


RE-CAP OF PRICE LIST 


4th through 11th cylinder in Price Scale Year 
12th cylinder through 1000th cylinder in Price Scale Year 








of your sales organization and al- 
low the salesmen to make estimates 
of quantities which the customer 
may use without any supervision, 
or some method to follow, then the 
flat system of pricing may be used 
as a method of cutting prices in 
order to get business away from 
the other fellow, and you may be 
involved in a price war as a result 
of it. 

Another method of pricing gas 
deliveries in cylinders is the so- 
called ‘‘Days-Between-Orders” sys- 
tem and it has considerable merit 
if it is properly applied. It is based 
upon the theory that the usual cus- 
tomer demand is a constant factor 
which reoccurs at regular intervals, 
and that the days which elapse be- 
tween the customer’s orders for re- 
placement cylinders should be the 
governing price factor. For pur- 
poses of discussion I here submit 
a typical rate of this type in 
Table 15. 
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Bottled gas men who are bothered 
with the type of customer that al- 
ways runs out of gas before he 
calls for a replacement cylinder can 
appreciate the incentive value of 
the ‘“Days-Between-Orders” system. 
Failure to notify the dealer within 
a very few days of the time that a 
cylinder is emptied can put the re- 
placement cylinder into a higher re- 
placement price bracket. 

The principal trouble with this 
type of pricing is that unless the 
dealer devises some method to check 
the days between orders against the 
total number of cylinders used by 
the customer in a year, the seasonal 
user is apt to gain an unfair advan- 
tage over the year-around user who 
buys the same quantity. 

As an example, let us take the 
year-around user who uses 8 cyl- 
inders per year, re-ordering at 
fairly even intervals of 29 days. He 
would pay 8 X $10.25 = $82 for a 
year’s supply of fuel. The summer 
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From Any Point of View... 


GARLAND 


the Leader 


Your 








fact capac- 


Garland, with its t: d g 
ity, is able to give you much more for every dollar 


MORE dollar value: : you invest in cocking equipment. 


Garland is designed to save food, fuel and time! 
Front-fired burners give greater heat flexibility, 
help your chef cook more meals. Choice of hot top, 


MORE effitiency features: open top or griddle top allows you to adapt the 


range to your specific requirements. 


Garland is quality through and through. Heavy, dur- 
able, rigid construction is soundly engineered to serve 





: : S ote : 1 x and better! So mber—i ush 
MO RE built- in quali ty: > cs cone aan canes aul pb acy tem 


in sales. 


All Garland Units are available in Stainless Sieel and 
equipped for use with manufactured, natural or L-P gases. 


DETROIT-MICHIGAN STOVE CO. 
Detroit 31, Michigan ‘Fine Ranges Since 1864 


sa | 
GU - & 
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user who purchases the same quan- 
tity of fuel in two months would 
pay $15 for the first cylinder and 
the other 7 cylinders would be pur- 
chased at fairly even intervals of 


9 days; thus he would pay $6.75 
for each one of them. His total bill 
would be $15 plus 7 X $6.75 = 
$62.25. ; 

Inasmuch as the gas equipment 





TABLE 14. COMPARISON OF THE TOTAL AMOUNT THAT A CUS- 

TOMER WOULD PAY IN ONE YEAR UNDER THE FLAT PRICING 

SYSTEM AS AGAINST THE PROGRESSIVE PRICING SYSTEM. 
DATA COMPILED FROM TABLES 12 AND 13. 


Actual number 
of cylinders 
delivered to 





Total amount 
that customer 
would pay in 


customer in year under flat Progressive 
one year pricing system Pricing System 

1 $15.35 $15.35 

2 25.40 25.45 

3 32.70 32.65 

4 38.00 37.95 

5 43.25 43.25 

6 48.60 48.55 

‘f 53.90 53.85 

8 59.20 59.15 

9 64.35 64.45 
10 70.60 69.75 
11 73.16 75.05 
12 79.80 79.75 
13 86.45 84.45 
14 87.50 89.15 
15 93.75 93.85 
16 100.00 98.55 
17 101.15 103.25 
18 107.10 107.95 
19 113.05 112.65 
20 119.00 117.35 
21 119.70 122.05 
22 125.40 126.75 
23 131.10 131.45 
24 136.80 136.15 
25 142.50 140.85 
26 143.00 145.55 
27 148.50 150.25 
28 154.00 154.95 
29 159.50 159.65 
30 165.00 164.35 


Total amount that 
customer would 
pay in year under 
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Increase Your Sales Volume 
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MANY USES MEAN MANY PROS- 
PECTS. RANSOME P-32 Furnace 
with Model 71 Torch is shown 
here, ready for such operations as 
sweating large streamline fittings; 
lead wiping; melting lead joints; 
core drying; light preheating; lay- 
ing and shaping asphalt tile. It 
takes about 3 minutes to convert 
from torch to furnace operation, 
and be ready to melt lead, babbitt, 
asphalt, paraffine, glue, without 
muss, fuss or a clogged burner. 


This combination is a real time and 
money saver for plumbers, pipefit- 
ters, sheetmetal workers, mechan- 
ics, ranchers, builders, asphalt tile 
workers, etc. 


TORCH-FURNACE 
COMBINATION 


SAME FUEL TANK SERVES 
BOTH TORCH AND FURNACE 


SAFETY HELPS YOU SELL. This 
outfit burns safe, economical LP- 
Gas, gives extremely stable, clean 
flame. ICC-approved tank has 
weighted bottom to minimize tip- 
ping, but will not spit or flash flame 
even when upset. 


Step up your industrial appliance 
business NOW with RANSOME 
Torch-Furnace combination. Write 
TODAY for price list, discounts, 
and catalog of other RANSOME 
products. 


TWO SIZES: 
2% gal, tank; 19” high, weight 3444# full, 
5 gal. tank; 26” high, weight 54# full, 


RANSOME COMPANY 


Designing and Constructing Engineers 
ROOM 112 , 4030 HOLLIS ST., EMERYVILLE, CALIF. 


Ramsome 
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AMMO A laiys: iii 


There's a type of customer who always runs out of gas before re-ordering. 


and quite possibly the gas cylinders 
are tied up for the same length of 
time with each customer, it is an 
obvious unfairness to the depend- 
able, steady user to be discrimi- 
nated against in this manner. 

Those who object to a fluctuating 
price schedule will also find fault 
with the ‘Days-Between-Orders” 
system, for if the days between or- 
ders increases for any reason the 
customer has to pay a higher price 
for the cylinder being delivered and 
this does at times call for explana- 
tions. This should not be a serious 
difficulty, however, for Reddy Kilo- 
watt does the same thing 12 times 
a year, and this method of pricing 
is being used with great success by 
many operators. 

Caution: Keep a dated book for 
entrance of your gas orders so that 
if any dispute arises as to the date 
that the customer ordered gas you 
may be able to show it to him. 

There are other operators who 
sell gas by the pound in much the 
same way as described in the first 
part of Chapter 8, excepting that 
these dealers do not use meters but 
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install fresh full cylinders each 
time when they deliver gas. They 
take the partially filled cylinders off 
from the customer’s installation and 
either weigh them on the spot or 
take them back to the plant and 
weigh them, after which they give 
the customer credit for the gas re- 
maining in the cylinder which was 
removed. 


Therm or Decitherm? 


There are some gas dealers who 
sell gas by the therm or decitherm. 
Before we have much to say about 
these units of measurement you 
should know what they are and why 
they were evolved. Before modern 
automatic gas manufacturing ma- 
chinery was developed, the makers 
of so-called “manufactured” gas had 
great difficulty in keeping the Btu 
content of their gas constant. As a 
result the therm, a unit of measure- 
ment representing 100,000 Btu, was 
evolved. Daily checks of the heat 
content of the gas being manufac- 
tured were made, and instead of 
billing the customer in cubic feet 
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NOW. .1HE MOST FAMOUS NAME IN GAS SPACE HEATERS 
BRINGS YOU AUTOMATIC GAS WATER HEATERS! 


Big name in the gas space heater field, now Dearborn introduces 
a complete newline of dependable, economical gas water heaters. 
"water. heaters carrying It's a line you can sell with the same pride and confidence that 
the DEARBORN name dealers all over America sell famous Dearborn gas space heaters. 
























SE 
SUPER DELUXE MODEL 
© Lifetime Fibergles insulation 
© Fully automatic Grayson Unitrol 
thermostat and safety pilet 







DELUXE MODEL 

© Lifetime Fibergles insulation 

© Grayson Unitrol Jr. thermostat 
and automatic pilot 


SPECIAL MODEL 


© Lifetime Fiberglas insulation 
© Grayson Unitrol Jr. thermostat 


STANDARD MODEL 
© Lifetime Meng insulation 
©@ Grayson U Jr. thermostat 
and ait 











pilot 




















© Copper-bearing steel golvonized © Durable copper-bearing steel gal- © Heavy duty copper-bearing steel © Extra heavy duty copper-bearing 
tank vanized tank galvanized tank steel galvanized tank 

© Corries a 1 yeor warranty against © Carries a 3 year warranty against © Carries o 5 year warranty against ©@ Carries @ 10 year warranty 
tank leakage tonk leakage tonk leakage against tonk leckege 
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of gas he was billed in therms or 
decitherms (1/10th of a therm). 
Let us say that a certain custo- 
mer used 10,000 cubic feet of gas 
in one month but the average Btu 
content was but 525 per cubic foot. 
In that month he would have re- 
ceived 10,000 X 525 = 5,250,000 
Btu. Now if in the following month 
he used 10,000 cubic feet but the 
average Btu content of the gas had 
dropped to 510 per cubic foot, then 
in that month he would have re- 
ceived 10,000 X 510 = 5,100,000 






and the second month he would pay 
for 5,100,000/100,000 = 51 therms, 
which is fairer to him. 

The use of the therm or the deci- 
therm as a unit of measurement in 
the liquefied petroleum gas business 
has always seemed far-fetched to 
me for the reason that the heat con- 
tent of the liquefied petroleum 
gases runs quite constant; further- 
more, the therm and decitherm have 
no specific relationship to the two 
common measuring standards of 
weight or volume. Few gas distribu- 

















Btu. If he was being billed by the tors have the facilities to test the tt 
cubic foot he would have paid the Btu content of the gas which they 
same amount for 5,100,000 Btu as_ are selling, so these units appear to 5 
he did for 5,250,000 Btu, which was me to be amusing subterfuges in 
obviously unfair to him; hence the our business. 
therm was brought into play. The Nevertheless, there are operators 
first month he would then pay for who use the therm and the deci- 
5,250,000/100,000 = 52.5 therms, therm as units of measurement for 
TABLE 15. A TYPICAL “DAYS-BETWEEN-ORDERS” PROPANE GAS 
PRICE SCHEDULE. 
Days between Cylinders Price per 
orders per year cylinder 
182 and over 1 $15.00 
121 through 181 2 15.00 
74 through 120 8 or 4 12.50 
61 through 73 5 12.25 
53 through 60 6 12.00 
46 through 52 7 11.85 
29 through 45 8 through 12 10.25 
19 through 28 13 through 19 9.75 é 
13 through 18 20 through 29 8.75 
10 through 12 30 through 39 7.50 stu 
7 through 9 40 through 49 6.75 Nig 
6 through 8 50 through 59 6.50 sas 
4 through 5 60 through 79 6.25 
3 80 through 89 5.75 Stu 
Z 100 through 149 5.50 57 
1 or less 150 and over 5.25 
fen 
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For Cash and Carry 
and Trailer Installations 


iY 


cISHER 
SERIES 912 


“LITTLE JOE” REGULATORS 
57CFH MINIMUM CAPACITY 


Sturdy construction 
Strong, sensitive diaphragm 
large diameter closely calibrated spring 
Sturdy pipe connections-%" inlet, %” outlet 
57 CFH minimum capacity 

FISHER LEADS THE INDUSTRY 


IN RESEARCH FOR BETTER GAS 
PRESSURE CONTROL 


FISHER GOVERNOR COMPANY 
Marshalltown, lowa 


TYPE 912C has 
angle male 
POL inlet 
connection 


TYPE 91I2Bhas -—=> 
V-7 POL inlet x 


TYPE 912Y-1850A is an eco- 
nomical check valve manifold | 
regulator piles is 


afi TBE a 


am 
TYPE 912GH fitted for cash 
and carry installations 


TYPE 912Y-1885 has manual 
throwover manifold with POL 
X POL 14” pigtails 


- a 


om ge aN 


>a (O& 5 
oe a 


TYPE 912Y-1882 has manual 
throwover manifold and in- 
verted flare X POL 4” pigtails 


AVAILABLE IN TYPES SHOWN 
AND OTHER SPECIALIZED INLET 
AND OUTLET FITTINGS 








reasons of merit known to them- 
selves; hence, any treatise on rate 
compilations would not be complete 
without reference to them. 

Returning to the typical electric 
rate given in Chapter 7, a competi- 
tive decitherm rate would be com- 
piled somewhat as follows: 


COOKING. 

15 KWH = 6.83 decitherms. Call 
it 7 decitherms. 7 decitherms can 
cost 75c or 10.98c ea. Call it lle 
each. 

85 KWH = 38.72 decitherms. 
Call it 39 decitherms. 39 decitherms 
can cost $1.70 or 4.39c ea. Call it 
4.4c each. 


WATER HEATING. 

45 KWH = 20.85 decitherms. 
Call it 21 decitherms. 21 decitherms 
can cost 90c or 4.28c ea. Call it 4.3c 
each. 

295 KWH = 136.7 decitherms. 
Call it 137 decitherms. 137 deci- 
therms can cost $2.95 or 2.15¢ ea. 
Call it 2.2¢ each. 

This would stack up with the 
competitive electric rate as follows: 


COOKING. 
15 KWH @ 5c = $0.75 
85 KWH @ 2c = $1.70 
100 Totals $2.45 
7 decitherms @ lle = $0.77 
39 decitherms @ 4.4¢c = $1.72 
46 Totals $2.49 


WATER HEATING. 
45 KWH @ 2c = $0.90 
295 KWH @ lec = $2.95 
340 Totals $3.85 
21 decitherms @ 4.3c = $0.90 
137 decitherms @ 2.2c = $3.02 
158 Totals $3.92 
For the two services the differ- 
ence is but 1lc per month which is 
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too little to talk about unless Reddy 
Kilowatt wishes to go into involved 
explanations of the cost to consun- 
ers of low voltages and creeping 
meters! 

A competitive decitherm rate to 
the typical electric rate which has 
been considered would then stand 
as follows: 

First 7 decitherms in a month, 
lle each. 

Next 39 decitherms in a month, 
4.4¢c each. 

Next 21 decitherms in a month, 
4,3c each. 

All over 67 decitherms in a 
month, 2.2¢ each. 

A therm rate is not quite as ap- 
plicable to the typical competitive 
rate selected, but as the therm is 
10 times a decitherm it would be as 
follows: 

First 7/10 of a therm in a month 
at $1.10 per therm. 

Next 3-9/10ths therms in a 
month at $0.44 per therm. 

Next 2-1/10th therms in a month 
at $0.43 per therm. 

All over 6-7/10ths therms in a 
month at $0.22 per therm. 


The measurement of therms and 
decitherms is, of course, by meters 
calibrated in one of these two units 
of measurement, converting either 
factors of volume or rate of flow 
into theoretical heat units. 

Another very popular unit of 
measurement is the cubic foot, and 
again applying it to the typical 
electric rate which has been selected 
we come up with the following rate 
equivalents. 

COOKING. 

15 KWH = 28.37 cu. ft. propane. 

Call it 28 cu. ft. 28 cu. ft. can cost 
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$0.75 or $0.0267 ea. Call it $0.027. 

85 KWH = 160.8 cu. ft. propane. 
Call it 161 cu. ft. 161 cu. ft. can 
cost $1.70 or $0.0105 ea. 


WATER HEATING. 

45 KWH = 86.57 cu. ft. propane. 
Call it 87 cu. ft. 87 cu. ft. can cost 
$0.90 or $0.0103 ea. 

295 KWH = 567.52 cu. ft. pro- 
pane. Call it 568 cu. ft. 568 cu. ft. 
can cost $2.95 or $0.00518 ea. Call 
it $0.0052 ea. 


Compared With Electric 


This compares with the typical 
electric rate selected as follows: 


COOKING. 
15 KWH @ 5c = $0.75 
85 KWH @ 2c = $1.70 
100 Totals $2.45 
28 cu. ft. @ $0.027 = $0.756 
161 cu. ft. @ $0.0105 = $1.6905 
189 Totals $2.4465 


WATER HEATING. 

45 KWH @ 2c = $0.90 

295 KWH @ lc = $2.95 

340 Totals $3.85 

87 cu. ft. @ $0.0103 = $0.8961 

568 cu. ft. @ $0.0052 = $2.9536 

655 Totals $3.8497 

To all intents and purposes the 
two rates are identical, but as gas 
companies are prone to publish rates 
in terms of hundreds or thousands 
of cubic feet, the rate schedule 
would probably be published as 
follows: ; 

First 28 cubic feet in a month at 
a rate of $2.70 per hundred. 

Next 161 cubic feet in a month 
at a rate of $1.05 per hundred. 

Next 87 cubic feet in a month at 
a rate of $1.03 per hundred. 

All over 276 cubic feet in a 
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| ALL YEAR in ’52 pi 


by promoting and 
selling modern Honeywell 
Controls like these 





Honeywell’s famous Chronotherm, plus the 
new Electronic Moduflow package, gives 
you a terrific “one-two” punch for going 
after more gas heating business next year.e 


The Honeywell Chronotherm 


Here’s the most sen- 
sitive, most accurate 
thermostat ever | 
built! It automatically 
lowers the tempera- 
ture at night, auto- 
matically raises it in 
the morning,so you 

et up ina nice warm 

ome. And it saves fuel, too. 





New Electronic Moduflow 


The system that gives the 
finest kind of comfort. 
Compensates for temper- 
ature changes outdoors, 
load shifts indoors, and 
structural heat loss. Up to 
100 times more sensitive 
than conventional sys- 
tems. 





For complete literature explaining the above 
products in detail, write today to Minneapolis- 
Honeywell, Dept. BN-12-227, Minneapolis 8, 
Minnesota. 


Honeywell 





Fiut we Couto 











month at a rate of $0.52 per hun- 
dred. 

There are numerous other units 
of measurement, most of which are 
merely trade names applied to some 
standard unit of measurement such 
as the pound, gallon, cubic foot, 
therm or decitherm. One distributor 
may measure gas in “Thrift’’* 
units, each one of which may be 
any one of the standard units men- 
tioned or a portion thereof. Some 
other distributor may advertise as 
selling by “Old Honesty Stand- 
ards,’* meaning the same thing. 
My personal opinion is that it is 
better to stick to recognized units 
of measurement, but then again a 
large distributor may gain local 
recognition of some special unit de- 
vised by himself which is of great 
advertising value to him. Local reg- 
ulatory bodies are leaning toward 
the pound as a unit of measurement 
and in some states conversion upon 
the customer’s bill from any unit of 
measurement to pounds is manda- 
tory. 


Tank Truck Delivery Differs 


Within our industry there are 
many large operators who go after 
this liquefied petroleum gas _ busi- 
ness in a big way and sell their 
product from big tank trucks by the 
gallon. Compilation of their price 
lists is an entirely different matter 
which will be taken up in the fol- 
lowing chapter. 

C) 
*I have no knowledge of any gas distribu- 
tors using these particular names for the 
units by which they are selling. If such 


there are, my reference to them herein is 
purely a coincidence. 
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Suburban Propane Gas Corp. 
Acquires Rulane Gas Co. 


The Suburban Propane Gas Corp, 
Whippany, N. J., has announced plans 
to acquire the Rulane Gas Co. which 
serves 70,000 customers in the south, 

W. S. Lander, of Charlotte, N. C, 
president of Rulane, and Mark Anton, 
Suburban president, said four of 
Suburban’s' subsidiary corporations 
have agreed to buy up more than two- 
thirds of Rulane’s outstanding common 
stock from controlling stockholders, 

The acquisition will be Suburban’s 
largest since 1945, when it purchased 
the Eastern liquefied petroleum gas 
properties of Phillips Petroleum Co. 
Rulane’s customers are in the Caro- 
linas, Virginia and Tennessee, where 
10 bulk plants are located. Ten addi- 
tional bulk plants are leased to in- 
dependent operators. 

Suburban customers, with the Ru- 
lane acquisition, will total more than 
250,000. 

“We have long been considering 
extending our service further south,” 
Anton said, “and the acquisition of 
Rulane, the largest propane operation 
in this area, accomplishes this ob- 
jective. 

“Practically all the new properties 
are ideally located in agricultural 
areas which represent excellent po- 
tential for anhydrous ammonia, the 
gas fertilizer — Suburban’s newest 
product,” he added. 


Shell Oil Co. Testing 
Salt Bed Storage 


Possibilities of underground storage 
of surplus summer output of propane 
in the Elk City, Okla., area are being 
studied by Shell Oil Co. Testing of 
shallow salt beds is now under way. 

Propane is already being stored in 
underground salt reservoirs in Wink- 
ler, Scurry, Reagan and Upton coun- 
ties. 
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MINNEAPOLIS- MOLINE 


in all oi cle 
WoDERN MACHINERY) 


LP-GAS 
TRACTORS 
USE 


<b> 


FUEL TANK 


FITTINGS SELWYN-LANDERS LP-GAS VALVES & GAUGES SIDE 
MOUNTED. All fittings listed with Underwriter’s Laboratories. 


EVERY FITTING A PRODUCT OF SELWYN-LANDERS 


Here you see the latest Minneapolis-Moline Model “G” LP-Gas Tractor 
equipped with the latest and best in LP-Gas equipment—fittings for 
quickly and safely transferring LP-Gas to and from the tractor tank. 





Here too you see the Pidneer builder of LP-Gas tractors using valves 
and gauges designed and built by the pioneers in the field of LPG engine 
fuel tank fittings. 

Other modeis of Minneapolis-Moline LP-Gas tractors also are Selwyn- 
| Landers equipped—an assurance to the tractor owner of 
safety and dependability in his fuel tank fittings. 


WRITE OR WIRE FOR COMPLETE 
INFORMATION ON TRACTOR 
LP-GAS TANK FITTINGS. 


SELWYN LANDERS 


COMPANY 


4709 E. Washington Blvd., Los Angeles 22, Calif. 
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WAS asked to talk* about the Pe- 

troleum Administration and the 

way the liquefied petroleum gas 
industry fits into the Washington 
picture. So I’ll try to sketch for you 
the various administrations and agen- 
cies as they’re set up. 

Directly under the President and 
immediately responsible to him is the 
Office of Defense Mobilization, whose 
administrator is Charles E. Wilson. 
Directly responsible to him are two 
administrations—the Economic Sta- 
bilization Administration and_ the 
Defense Production Administration. 
The Economic Stabilization Adminis- 
tration has the job of controlling 
prices and wages. The Defense Pro- 
duction Administration has the job 
of watching over the production of 
materials, both end products and the 
materials that go into end products. 

The Defense Production Adminis- 
tration—or one of its branches—is 
the agency with which most of you 
become entangled when you come to 
Washington. 

This is the administration that gets 
all the figures on available materials 
and production, takes all the require- 
ment figures from the various claim- 
ant agencies, then doles out the ma- 
terials in an effort to keep production 


*Delivered before the North Eastern 
an LPGA, meeting in New York City, 
ct. 11. 
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PAD'S View of Industry's Problems 
And the Washington Setup 


By JOHN W. OYLER 


Assistant to Director, Natural Gas Production and Processing Division, 
Petroleum Administration for Defense, Washington, D. C. 









in balance. There is just so much cop- 
per, iron, steel, and aluminum avail. 
able at any given time. The Defense 
Production Administration determines 
how much of the available supply each 
claimant agency will receive. 
This brings us to the claimant 
agencies. A claimant agency is any 
branch of government that claims 
any of the controlled materials for its 
programs in the national defense éef- 
fort. 
Probably the largest of the clain- 
ant agencies is the National Produc. 
tion Authority. NPA has authority 
over the manufacture of all finished 
products, all manufactured _ items. 
Inside NPA you can find a division 
for practically anything that is pro- 
duced today. 
But the Petroleum Administration 
for Defense is a claimant agency too. 
So is the Defense Transportation Ad- 
ministration, and so is the Defense 
Department, and so are all the de- 
partments of government that need 
materials to complete a program. 
Petroleum Administration for De- 
fense discharges its defense-mobiliza- 
tion obligations through three main 
branches: 
1. The Gas Branch, and that in- 
cludes control over transmission and 
distribution of all gas. 
2. The Foreign Petroleum Branch. 
3. The Domestic Petroleum Branch. 
You are interested, I know, only in 
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get everything 








DOMESTIC SYSTEMS 
Butane Systems —U-69 construction — 101 Ibs. 
working pressure = above or underground. 
Propane Systems — U-69 construction — 200 Ibs. 
X\ working pressure — above or underground. 


N 


200# CAPACITY 
PROPANE CYLINDERS 
200# W.P. 
U-69 A.S.M.E. 
57 Water Gallén 
Copacity 









‘> 20-18. 1. c. c. CYLINDERS 





We can fill 
your order for sizes ranging from 20” 
through 36” in sections 30’ to 31Y/,’ 

















PRospect 2441 Dallas, Texas P. O. Box 5146 
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the Domestic Petroleum Branch, since 
it covers all of your normal activities. 

In this branch are four operating 
divisions: 

1. Production Division. 

2. Supply and Transportation Di- 
vision. 

8. Refining Division. 

4. Natural Gas Production and 
Processing Division. 

Responsibility for the supply and 
distribution of LP-Gas is vested in 
the Natural Gas Production and 
Processing Division, of which Richard 
P. Walsh is Director. 

There were two reasons for putting 
LPG in this division. One was the 
fact that during World War II this 
division, under what was then known 
as the Petroleum Administration for 
War, had this sort of administrative 
setup. The second was the fact that 
70% of the product you distribute is 
produced at natural gasoline plants. 


LPG—Growing Fastest 


The LP-Gas industry is viewed by 
PAD as the fastest growing part of 
the petroleum industry. In fact, next 
to television, it is probably the fastest 
growing industry in the country to- 
day. The LPG industry now serves 
approximately 7,500,000 homes in the 
United States. Put those homes side 
by side on 25-foot lots, and they 
would stretch 35,000 miles—one and 
one-half times around the world. Yet 
the home use of LPG is only 58% 
of the total use of the gas. 

The rapid growth of the industry 
has naturally resulted in problems, 
and these are confronting you now. 
Those that must be given immediate 
attention are three—supply, trans- 
portation and storage. 

PAD’s Natural Gas Production and 
Processing Division has been accumu- 
lating as much pertinent data as is 
available on the supply of your prod- 
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uct. It has been determined t 
about 40% of the available propa 
is being recovered at the natu 
gasoline plants. 









frigeration for the specific purpow 
of recovering more propane. Som 
plants plan to recover up to 80% 
this product. 


Production Expanded 


There have been a number of proj. 
ects for expansion approved by PA) 
within the past six months. Theg 
will produce 86,000 barrels a day of 
all liquid products. This expansion| 
is equal to the total production of 
California, and California ranks third 
among the states in production. 

This supply picture seems an opti- 
mistic one until you consider some 
other factors. 

The aviation-gasoline program, for 
instance, is demanding more and 
more iso-butane. So the butanes nor. 
mally used in the domestic fuel mar- 
ket are now being split to recover 
the iso-butanes. The normal butane 
is then blended with motor gasoline, 
and there is a consequent increased 
demand for propane. It gets worse as 
you go along. The Sun Oil Co. re- 
cently installed a polymerization 
plant that separates propylene from 
propane. This process will reduce the 
propane that formerly went to the 
fuel market from the company by 
30%. The propylenes are used in the 
manufacture of motor gasoline—but 
of course their diversion to that use 
cuts down the total amount of LPG 
available. 

Last winter there was almost a to- 
tal collapse of the LPG industry in 
some sections of the country. This 
near collapse, it has been determined, 
was chiefly the result of the lack of 
transportation. There were not 
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writes 
Charles Bubar 
progressive LP-Gas dealer 


of New Brighton, Minn. 


Charles Bubar, president of North- 
west Hydrogas Company, New 
Brighton, Minn., knows there’s a lot 
more to a successful LP-Gas opera- 
tion than just “buying and selling.” 


‘‘What we needed,” writes Mr. Bubar, ‘“‘was a supplier who could do 
more than just supply us with fuel and equipment. We needed a sup- 
plier who would take a personal interest in us and our problems, a 
supplier who could give us the technical advice and engineering assist- 
ance a small company needs but finds so difficult to get! 

“After our first contract with UNITED, we knew we had found what 
we were after. The folks at UNITED not only proved their reputation 
for consistent dependable supply, but pitched right in with technical 
advice and assistance whenever needed. Our problems became 
UNITED’s problems. That’s the kind of cooperation that makes an 
LP-Gas operation pleasurable and profitable.” 


Yes, UNITED’s “‘extra measure” does make a difference! But why not find out 
for yourself? Prove to yourself, as Mr. Bubar did, that for dependable supply 
plus that “extra measure” —operating know-how—it’s UNITED! 


COMPLETE SERVICE TO THE LP-GAS INDUSTRY 







ONES 
UNITED PETROLEUM GAS CO. 


806 ANDRUS BUILDING MINNEAPOLIS 2, MINN. 


































enough pressure tank cars to begin 
with, and then the railroad strike in- 
terrupted the flow of propane to all 
sections of the country. Yet last 
year’s experience was only a begin- 
ning. Sometime in April a committee 
from the industry told the National 
Production Authority that an addi- 
tional 2500 pressure tank cars would 
be necessary to handle the demand 
during the winter of 1951. 

During the first six months of this 
year 750 new pressure tank cars were 
built. Since the production of these 
tank cars has been stepped up a con- 
servative estimate of production for 
the last half of the year would be 
1850 cars. 

There is additional help in sight. 
Phillips Petroleum Co. is now looping 
its products line from Borger, Texas, 
to Chicago, Ill. The company plans 
to transport between 10,000 and 20,- 
000 barrels a day through that line. 
Strike an average, and assume that 
the line will carry 15,000 barrels a 
day. Then during peak periods this 
line will replace approximately 1000 
pressure cars. This new transport, 
alone, will do much to help alleviate 
the serious problem the LP-Gas in- 
dustry has faced as far as transporta- 
tion is concerned. 


Economics Limiting Factor 


Storage is the other most import- 
ant problem to consider. And here 
the economics of storage is a lim- 
iting factor. Experts estimate it costs 
from $17 to $18 a barrel to store 
LP-Gas in steel tanks, while it costs 
only about $1 a barrel to store fuel 
oil. The result has been that LPG 
distributors have kept storage at a 
minimum. 

Some relief has come through un- 
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derground storage of LPG, which y 
developed by Frank Matheny, of # 
Hydro-Carbon Storage Corp.* 
first method offered was one of drik 
ing into a salt dome, then washij 
out the cavity with water to provi 
a reservoir. At present, two or thre 
more processes are being tried, all 
of them simple mining operations! 
The cost of an underground storage 
project ranges anywhere from § 
cents to $3.25 a barrel, and the meth. 
ods involve the use of little steel, 


Storage Projects Approved 


Within the past six months the 
Natural Gas Production and Process. 
ing Division of PAD has approved 
several LPG _ underground-storage 
projects. Taken together, these proj- 
ects will store more than a million 
barrels of propane and butane. All 
of these storage projects, though, 
with the exception of one, are in pro- 
ducing areas. As the development of 
underground storage increases, we 
feel, it will be the answer to one of 
the major problems of the industry. 

The problems involved here are 
numerous and complicated. I want 
to remind you that you are repre- 
sented in Washington. You have 
spokesmen there, people who know 
the industry and the situations the 
industry confronts. Alton Lutz, for- 






Pa ee 


merly of the Protane Corp. is assist-} Wy 


ant to the director of the natural gas 
production and processing, will wel- 
come you if you are in the Capital. 
Any problems you have will, I can 
assure you, be given our immediate 
attention, and you can count on our 
complete cooperation in solving them. 








*See Butane-Propane News, August, |! 
1951, Page 61. 
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WRITE US FOR DETAILS 





NO QUESTION 
of Satisfied 
Customers with 

° this 
Complete Line 





With Deluxe features brought to the 
popular price field, prospects sell them- 
selves on the beautiful new Modern Maid 
line of domestic cooking ranges. Modern 
Maids are the answer to youf dreams 
of a fast-moving, high-prestige product 

. they answer your customer's dreams 
of a long-service, up-to-the-minute cooking 
appliance. 


There is a Representative 


or 
Factory Warehouse in 
Your Vicinity 
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GAS RANGES 


Three Generations of Stove Building 


CHATTANOOGA 1, 











Designed especially for use with LP- 
Gas, the Modern Maids combine rugged, 
long-life construction with sleek modern 
design. Each oven is porcelained inside 
and out, insulated heavily with Fiberglas. 
Each burner has an individual drip pan, 
and manifold covers are recessed for cooler 
gas cock handles. 


memee ye 


TENN. J 
Leow 





TENNESSEE STOVE WORKS 
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One side of the 2500-sq. ft. display at the Indiana state fair this fall. The booth was 
sponsored by the Indiana LP-Gas Assn. 


Florida Firm to Test 
City Tax on LPG Sales 


A move to test the 10% utilities 
tax levied against bottled gas sales 
by the city of St. Petersburg, Fla., has 
been made by Foster Gas Service of 
that city. f 

R. J. and Kermit Foster, heads of 
the firm, contend that the tax is dis- 
criminatory and unfair and _ that 
neither the company nor the service 
it renders places it in a public utility 
classification. The Fosters claim that 
the tax has long been a source of 
complaint from customers. 

There are eight LPG dealers in St. 
Petersburg and it is estimated that 
some 10,000 families use the fuel. 


State Fair Booth Pulls Crowd 
For Indiana Dealers 


One of the biggest LP-Gas promo- 
tional events in Indiana centered 
about the Indiana LP-Gas Assn. ex- 
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hibit at the 1951 state fair Aug. 30- 
Sept. 7 in Indianapolis. 

Covering 2500 square feet of floor 
space, the exhibit featured a wide 
variety of displays promoting the 
various uses of LP-Gas. 

During the show many thousand 
people visited the booth and 122 gen- 
uine prospects (some for as many 
as 4 appliances) were secured—many 
of them for tractor conversions. 

No record was made of actual ap- 
pliances sold, but the number was 
substantial. Highlighting the 9 day 
show was the awarding of a water 
heater, space heater, and stock tank 
heater as door prizes. 


A. B. McCraw, LPG Dealer, 


Died in October 


Albert B. McCraw, long-time gas 
dealer of Gaffney, S. C., died at the 
age ot 70 on Oct. 4. 

Mr. McCraw was a lifelong resident 
of Cherokee county in South Carolina. 
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Delta Mix-0-Gas Merchandising Program | 
> floor Helps Dealers in Record Sales Year! | 
wide 
2» the 
usand = In achieving the Mix-O-Gas sales re- 
2 gen- ‘ZERO BUTANE GAS rey cords of 1951, the teamwork of pro- 
RE GAS | Lirrte nocn gressive dealers backed by Delta’s Siypuee 
many hard-hitting merchandising program 
‘Many | Mix-0-Gas fluorescent roadsigns work has done the job. The advantages of 
3. day and night selling for dealers. the superior, patented Mix-O-Gas . 
a Systems have been backed by a con- 
al ap- sistent program of magazine advertis- 
* was ing, newspaper advertising, radio ad- 
) day vertising, dealer sales aids, direct mail, 
water etc. A continuous publicity campaign 
has produced results in such outlets as 
tank Farm & Ranch, House Beautiful, 
Tourist Court Journal, Progressive 
Farmer, Digest of Farm News, Science eaticnal 
Service, and others. <a 
' The teamwork will continue in 1952 on 
Delta’s Mix-O-Gas Systems. 
. gas 
t the 
ELTA TANK MANUFACTURING CO. INC. 
id P.O. BOX 1469, BATON ROUGE, LA. @ P.O. BOX 1091, MACON, GA. 
ident Export Office; Suite 110, International Trade Mart, New Orleans, U 
olina. MANUFACTURERS OF LPG PRESSURE TANKS AND 1.C.C. “Svtinpens 
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HIS meeting* is mainly devoted 

to sales talks and sales tech- 
niques, from which can be learned 
many pointers to 
assist the LP-Gas 
operators. How- 
ever, there is one 
phase of the busi- 
ness that can also 
affect the sale of 


gas appliances, 
one_ which, in 
Many cases, is 


very much neglec- 
ted. Poor safety 
records increase 
sales resistance 
and sometimes 
make sales impos- 
sible. Safety means, “the keeping of 
oneself and others safe, especially 
from accident.” I wonder how many 
in this industry stop to analyze their 
responsibility to the thousands of cus- 
tomers who are now users of LP-Gas, 
and depend on the workers in this 
industry for safe operation of the 
appliances they use. 

A safe operation is one of the keys 
to success in this industry, from the 
producers, down to the ultimate user. 
All of us, no matter what our job, 
should be ever alert to impress on 
others the importance of safety in 
all phases of gas use. 

Many companies have excellent 
safety programs, and I believe more 
and more are becoming aware of the 
importance of training programs, not 
only for their own personnel, but to 





GEO. R. KELLEY 


*Paper delivered before the North East 
Section, LPGA, in New York City, Oct. 
11. Abstracted by BUTANE-PROPANE 


News. 
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Make Safety Your Full-Time Job| _ 


By GEORGE R. KELLEY 


Vice President, Utilities Distributors, Inc., 
Portland, Maine 








promote such programs for companies 
not as safety conscious. 

However, no program will meet 
with success unless there is a sincere 
effort on the part of all concerned who 
recognize that-it is necessary, and re- 
quires conscientious effort to see it 
is carried out. The common impres- 
sion held by many is that such a pro- 
gram is fine for the other fellow, but 
we certainly don’t need it. 

They are the individuals who learn 
only the hard way, after the accident 
happens, but, unfortunately, we all 
feel the effects from even a small 
accident which retards consumer ac- 
ceptance, and provides our competi- 
tion with more ammunition to use 
against us. 

It is surprising to find some com- 
panies are thoroughly aware of proper 
practices, but disregard them in actual 
operation. Surely the servicemen are 
not to blame for indifference and 





carelessness if their superiors allow = 
any phase of their operation to func- ? é 
tion without principles of safety being i 
observed. 

Would you consider a company was bia 
safety conscious if it located a stor- pry 
age plant today that did not conform pa 
to the regulations outlined in Pamph- he 


let 58? It has been done, but do you 
think this company personnel in their 
work will forget this example, and re- 
form of their own accord? I doubt it. 

It is understandable that as the 
number of consumers increase, so will 
the number of accidents, but it is our 
job to keep this number at a mini- 
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Automatically 
Lubricated 


leaking valves are a thing of the past 
when Nordstroms are installed. 
‘Sealdport” lubrication seals these 
valves against leaks —and now by the 
we of Hypermatic lubricant (made 
in special consistency for LP-Gas) 
tach valve is automatically lubricated, 
that leaks don’t get started. Ask 
for Bulletin. f 





LUBRICATED VALVES 
ROCKWELL mMaNUFACTURING COMPANY 


400 North Lexington Avenue, Pittsburgh 8, Pennsylvania e Offices in principal cities 


KEEP UPKEEP DOWN 





mum. Some accidents are caused by 
lack of experience, and the experience 
gained can help us prevent others. 

There are mainly two types of ser- 
vicemen making gas _ installations. 
Unfortunately, one is the individual 
who has no conception of gas and 
how it should be handled, or how 
equipment should be installed. While 
we realize these are in the minority, 
they constitute a very definite hazard 
to themselves, the customer, and the 
gas business. 

Safety needs to be sold not only 
to personnel, but many times to the 
prospective user and this can be illus- 
trated by the many times that con- 
sumers insist on locating gas cylin- 
ders in the basement, or some other 
improper location. It requires sales 
effort to convince the customer that 
the location is improper and yet, at 
the same time, not instill fear of the 
product that would be detrimental. 


Legislation Increasing 


We certainly are approaching a 
time when we are not the only ones 
that are watching for LP-Gas acci- 
dents; look at the state regulating 
bodies. Special rules now apply in dif- 
ferent states, with the promise of 
more and more to come. 

We believe most state officials are 
sincere in their attempt to protect the 
public but they can do tremendous 
harm if we give them reason to put 
into effect rules and regulations to 
govern the few offenders, but which 
penalizes us all. 

We believe that by constant em- 
phasis, we can have greater cooper- 
ation from state officials, and hope 
that, eventually, they will- all share 
the opinion of the director of the in- 
surance commissioner’s office in the 
state of Maine wherein he states he 
feels “that the LP-Gas industry has 
had a high sense of moral obligation 
in policing installations.” 
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We spend thousands of dollars for 
advertising, but the installation man 
can discredit it in a matter of min. 
utes. How are we going to impress 
the serviceman with the importance 
of doing the job right? I believe the 
following points will do a great deal 
to accomplish this: 

1. Have a sincere safety program. 


2. Do not depend on luck that it is 
followed. 

3. Advise your personnel of the 
cause and effect of accidents. 

4. Practice what you preach, and 
consider safety on any proposed in- 
stallation. 


Protane Corp. Buys Shell 
Outlets in Two Areas 


Announcement has been made of 
the acquisition of Shell liquefied pe- 
troleum gas dealers by The Protane 
Corp., of Erie, Pa., in the areas of 
northern Michigan and eastern Ohio. 

In a joint statement the Shell Oil 
Co. and H. N. Forman, president of 
The Protane Corp., emphasized that 
the desire to give existing customers 
better service was the primary rea- 
son for the transaction. 

The Shell Oil Co. will use the equip- 
ment which is freed by withdrawal 
from northern Michigan and eastern 
Ohio ‘to more heavily concentrate 
their business near their present bulk 
plant locations. 


Warren Petroleum Will Rebuild 
Newark, N.J., Bulk Plant 


The liquefied petroleum gas _ter- 
minal at Newark, N.J., of Warren 
Petroleum Corp. which was destroyed 
by fire last July, will be rebuilt. Con- 
struction will start immediately and 
the total cost is estimated to be 
$1,500,000. 

Both state and city permits have 
been approved for this rebuilding. 
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Our Contract Customers have this 


assurance of continuous Propane supply: 
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IT IS SHELL'S LONG-ESTABLISHED POLICY TO 
SELL PROPANE ONLY WITHIN THE COMPANY'S 
CAPACITY 10 PRODUCE AND DELIVER. 


—_—Y\ 
iN 





SHELL OIL COMPANY 


Atlanta * Baltimore * Chicago * Cleveland * Detroit * Indianapolis + Los Angeles 
Minneapolis * New York * Portland, Oregon * Sacramento * St. Louis * San Francisco * Seattle, 
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Minnesota Firm Buys 
Badger Gas Products 


The Dahl Co., of Minneapolis, has 
purchased Badger Gas Products of 
Platteville, Wis. 

Harris J. Helmer has been heading 
the company, one of the leading LPG 
dealers in southwestern Wisconsin 
and northern Illinois, since the death 
of his father, George H-; Helmer, 
founder. 


Engineering Now Underway 
For Chile’s First Refinery 
Engineering has been initiated on 
Chile’s first refinery, according to an 
announcement made by the M. W. 
Kellogg Co., refinery and chemical 


* 5 Bs ane 
inne a A AO te se ETL 


Bulk tank delivery trucks of the Illinois Butane Gas and Equipment Co., Bloomington, III., 

do extra duty as traveling billboards. Painted in four colors, the emblem of the National 

LP-Gas Promotional Program shows up attractively on the white tank background. People 

call up and ask, ‘‘Do you sell that LP-Gas,” reports Al Woelfle, president of the company. 

“When they see the emblem on the trucks, they identify our company with the national 

LP-Gas advertising,” he said. Driver George Scott is shown stepping into the cab of one 
of the four trucks in the company fleet. 





engineer-contractors of New York 
City. It will be located at a site about 
10 miles north of Valparaiso. 
Among the products to be re. 
covered is liquefied petroleum gas. 


Bottled Gas Firm 
Opens Branch in Tampa 


The Southwestern Natural Gas 
Corp. has opened a new bottled gas 
display room in Tampa, Fla., at 3910 
E. Hillsborough Ave., featuring a 
complete line of gas appliances, 
George M. Groome is Tampa branch 
manager. 

Southeastern Natural built its first 
bulk plant in Tampa in 1927 and now 
has 10 such plants in operation 
throughout south Florida. 
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THE D SERIES IN 4 MODELS 
Prsasinc APPEARANCE helps greatly 
to sell LP-Gas Service. That’s why we 
have spent time, effort and money to 
make Stampings Housings the kind of 
units that you can install with pride 
and satisfaction. 


You can profit now by supplying your 
trade with the type of housing that 
looks good on the job — and provides MODEL D-2A-P. A complete unit for 2 cylinders. Comes with hood, post and base form. 
maximum safety. Select from this com- MODEL D-2A-C. A complete unit for 2 cylinders. Comes with hood, post, but no base form. 
plete line the Stampings model that MODEL D-2A-PB. A complete unit for 2 cylinders. Comes with hood, post and prefabri- 
best meets your requirements. Profit cated base. ’ ; 

with good design to increase your ae. MODEL D-2-B. Wall bracket type for 2 cylinders. Comes with hood, bracket and screws. 


Ss . FOR RIMCO 
aess and satisfy particular customers. THE C SERIES IN 2 MODELS SINGLE CYLINDER CAST ALUMINUM 











Made of asbestos and concrete, these MODEL C-2-PB. A 2-cylinder unit with MODEL SH-1. A single cylinder unit for wall 








mea — a cee hood, post and prefabricated base. mounting. Brass pin hinge and necessary 
and ventilation. Size is 21” wide by 30” MODEL C-2-B. A 2-cylinder unit with pistons . 

; long. You drill holes as required. hood mounted on bracket. MODES RIMES E-1-Te.. A cast aluminem 

housing for 2 cylinders. Comes complete 

. with hood, post and prefabricated base. 





Write today for new Stampings Catalog 


STAMPINGS INC., DAVENPORT, IOWA, Phone 3-2781 @ EASTERN SALES OFFICE, 522-5th Ave., NEW YORK, Murray Hill 7-5523 
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LPGA’s State Integration Plan 


Helps Solve National Problems 


OR more than 18 months the 
Liquefied Petroleum Gas Assn. 
has been presenting to state associa- 
tions an integra- 
tion plan which 
is intended to re- 
sult in many ad- 
vantages to the 
state associations 
and their mem- 
berships, and to 
the national or- 
ganization, as 
» well. 

The plan _ pro- 

vides for an offi- 
cial affiliation of 
state groups with 
the LPGA on a 
basis whereby a portion of member- 
ship dues is retained within the states 
for the operation of their own asso- 
ciations, the remainder going to the 
national group for overall expenses 
in connection with the problems of 
concern to all the states represented 
and to cover the expense of district 
offices. In no instance does it change 
the setup of any state association but 
instead gives each association the 
backing of the national organization. 
The members automatically are en- 
tered upon the rolls of the LPGA. 

As rapidly as possible, permanent- 
ly appointed district secretaries are 
established in headquarters central 
to the groups of states, where their 
services are available for such help 
as may be needed by state groups 
and their members. At least once a 
year, these district secretaries con- 





R. H. MAHNKE 
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duct district meetings where, fre- 
quently, trade shows are presented 
also. 

The present five district offices are 
as follows: 

San Francisco—1355 Market St. 
Ben Marsh, secretary. 

Denver—Flat Iron Bldg. J. C. 
Crawford, secretary. 

Wichita—210 Kaufman Bldg. R. C. 
Tanner, secretary. 

Boston—419 Boylston St. L. E. 
Davis, secretary. 

Atlanta—800 Peachtree Bldg. Tom 
Fields, secretary. 

Another office has been approved 
recently by LPGA directors to serve 
the states of Illinois, Iowa, Michigan, 
and Wisconsin. Its headquarters will 
be in Chicago. 

As a means of giving greater mem- 
bership support to the national 
LPGA, the state integration plan has 
aided materially is presenting a solid 
industry front to authorities in Wash- 
ington in efforts so far made to get 
greater consideration in the allotment 
of scarce materials needed by the 
LP-Gas industry. Many additional 
group interests are also being served 
similarly. Through the integration 
plan, duplication of effort and outlay 
of money are saved, enabling the na- 
tional LPGA to oppose unfavorable 
legislation within states and render 
other valuable services. 

At present, 22 states have inte- 
grated with the LPGA. They are 
Alabama, Colorado, Connecticut, Flor- 
ida, Georgia, Idaho, Illinois, Iowa, 
Kansas, Maine, Massachusetts, Mich- 
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igan, Nevada, New Hampshire, North 
Carolina, Oklahoma, Pennsylvania, 
Rhode Island, South Carolina, Ver- 
mont, Wisconsin, and Wyoming. 

All state associations are invited 
to come into the plan. The promo- 
tion of the idea has been under the 
direction of R. H. Mahnke, manager, 
district organizations, who has been 
highly successful in presenting the 
plan to state groups throughout the 
country. Mr. Mahnke was formerly 
executive secretary of’ the Kansas 
LP-Gas Assn. where his success was 
so outstanding as an organizer that 
he was drafted by the LPGA for this 
special work. 

When all state associations have 
entered into this plan, it will bring 
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about a union of forces which will 
be well positioned to advance the 
best interests of the industry. 


LPG Dealer to Serve 
Many Oregon Communities 


W. J. Swick of the Northwest 
Liquified Gas Co., The Dalles, Ore., 
has purchased the John Day (Ore.) 
branch operation from the Baker 
Liquid Gas Co. and will combine the 
new facilities with his branch already 
located in John Day. 

The company will be operated un- 
der the name John Day Nor-Gas and 
will serve Prairie City, Bates, Seneca, 
Mt.-Vernon, Dayvine, Mitchell, Long 
Creek, and Fox Valley, all in Oregon. 
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California 


LPG dealers from the desert area 
of California met in Victorville Nov. 
2 to hear George W. Requa, executive 
secretary of the Liquid Gas Dealers 
Assn. of California, speak on “Secur- 
ity and How to Achieve It” and to 
see color slides from the state fire 
marshal’s office pertaining to LP-Gas 
fires. 

W. K. Merrill, of Bu-Pane Gas 
Service in Victorville and a director 
from District 14 of the association, 
chairmanned the meeting. 


Colorado 


Reduction in renewal rates for 
Colorado dealers participating in the 
Colorado LP-Gas Assn.’s_ insurance 
plan have been announced by W. A. 
Baum, president of the group. 

The reductions are in order as a 
result of the very low loss ratio dur- 
ing the first year of the plan. 

Many Colorado dealers have taken 
advantage of the blanket plan but, 
according to Mr. Baum, many more 
dealers in the state are not now 
insured under the plan, which con- 
sists of full-coverage liability insu- 
rance at considerably reduced rates. 


Illinois 


New officers for the Illinois LP-Gas 
Assn. were elected Oct. 25 at a meet- 
ing in Springfield... F. L. Malan, Cen- 
tral Bottled Gas <o., Salem, is the 
new president. 
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John Norris, Cylindro Gas Co, 
Quincy, was elected vice president and 
G. W. Chapman, Chapman Gas Co,, 
Chester, is secretary-treasurer. 


Kansas 


The annual fall business meeting of 
the Kansas LP-Gas Assn. was held at 
the Broadview hotel, Wichita, Oct. 29, 
with President A. C. Ferrell in the 
chair, and R. C. Tanner, secretary, in 





V. J. Wortham (left), Prairie Gas & Equip- 
ment Co., Liberal, Kan., who accepted 
safety award for their driver, John Foster, 
as safest LPG truck operator in Kansas 
LP-Gas Assn., and Elmer Russell of the 


same company. 


BUTANE-PROPANE News 























Kansas LP-Gas Assn. board of directors (left to right): Frank Groves, Arkansas City; A. C. 





Ferrell (retiring president), Atchison; William B. Hettic, Liberal; Rex Wheeler (newly elected 
president), LaCrosse; Glenn McGuire, lola; Lee Laptad, Olathe; Francis R. Jensen, Atwood; 
Harold Stanton, Morrowville. Not pictured is George Grimes, Ashland. 


charge of arrangements. This meeting, 
attended by 125 dealers throughout 
the state, featured LP-Gas industry 
speakers such as: 

Elmer W. Cone, Elmer W. Cone Co., 
Kansas City, who spoke on the sab- 
ject “Approach to Sales.” Mr. Cone 
emphasized the need for creative sell- 
ing in a period of general sales ap- 
proach laziness. 

T. Fred True, State Sealer, Topeka, 
Kan., outlined the activities of the 
Kansas Weights and Measures de- 
partment in the enforcing and prov- 
ing of the LP-Gas weights and meas- 
ures law. 

The luncheon speaker featured the 
nationally known  banker-humorist, 
Van Murchie, St. Joseph, Mo. 

John Guardiola, advertising mana- 
ger, Weatherhead Co., Cleveland, 
spoke on the subject “How to Get the 
Most Out of Your Advertising Dol- 
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lar.” Mr. Guardiola’s talk was high- 
lighted by the graphic illustrations of 
advertising media available to the LP- 
Gas industry. 

Election of members to the board 
of directors followed. Those elected 
were: Harold Stanton, Morrowville, 
District 3; George Grimes, Ashland, 
District 6; and Lee Laptad, Olathe, 
director-at-large. 

The Kansas LP-Gas Assn. board 
of directors elected officers at a sepa- 
rate session. Those elected were: 

President: Rex Wheeler, Humburg 
Co., LaCrosse. 

Vice President: Lee Laptad, John- 
son County LP-Gas, Olathe. 

Secretary-Treasurer: William Het- 
tic, Hettic Gas & Appliance, Inc., 
Liberal. 

A feature of the day’s activities 
was’the warding of safety certificates 
to LP-Gas truck operators who had 
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Award 


L-P GAS 
TRUCK OPERATOR 


This is to Certify that 





REPRESENTING 





Has operated a Liquefied Petroleum Gas Truck on the highways of 
Kansas for ___.___. consecutive days without an accident of any kind. 
Because of the careful and safe discharge of his duties he has brought 
respect and honor to the Liquefied Petroleum Industry in Kansas. For 
this outstanding Record this certificate is issued. 


The Kansas L-P Ges Associstion 

















Kansas LP-Gas Assn. certificate of award 
for careful driving. 


completed at least 365 days without an 
accident, 30 awards being made. A 
table model radio was awarded to 
John Foster, Prairie Gas & Equip- 
ment Co., Liberal, for his outstanding 
record of 3875 consecutive days with- 
out an accident. 

The one day meeting was closed 
with a fellowship hour in the north 
ballroom of the Broadview hotel. 


Kentucky 


Committee chairmen will present 
their plans for the coming year at the 
board meeting of the Kentucky LP- 
Gas Assn. when it meets Dec. 10 at 
the Seelbach hotel in Louisville. 

Committee chairmen appointed to 
date by President R. N. Short include: 
L. T. Dixon, legislative; Peter Wood, 
constitution and resolutions; Raymond 
Rains, public relations; Elmer Roll, 


106 





S. R. Harvey, and George R. Postle- 
wait, education; Frances L. Holliday, 
convention; Melvin E. Gayer, trade 
shows; Frank Truitt, membership; 
C. E. Nead, statistics. 


New Jersey 


Among the 150 guests at the gen- 
eral fall meeting of the New Jersey 
LP-Gas Assn. held Oct 23, were a 
number of local public officials whose 
presence emphasized the theme of the 
President’s address. The association’s 
leader, L. A. Katz, appealed for a 
better understanding between dealer, 
distributor, customer, and employer, 
the continuous effort on the part of 
those in the industry to conform to 
strict regulations in methods of in- 
stallation, and stressed the benefits 
to be found in closer cooperation with 
local authorities. 

Other speakers addressing the at- 
tendants at the Ritz Carlton meeting 
place in Atlantic City included R. H. 
Mahnke, who spoke on the LPGA’s 
state integration program. A gas-vs.- 
electric cooking demonstration was 
presented by Sol Weill, of Geo. D. 
Roper Corp. R. W. Rassback, of 
Watts Regulator Co., presented a 
color film covering research and de- 
velopment of valves. In his talk he 
stressed the importance of pressure 
relief valves on water heaters. 


Has Civil Defense Program 


In a report on the activities of the 
association’s directors, Murray Glass, 
vice president, reported on the 
group’s state-wide LP-Gas civil de- 
fense program. The objective of this 
program is to use the individual and 
collective facilities of the industry in 
the state to supply propane and the 
portable equipment to use it in case 
of emergency. Widespread publicity 
has been received through newspaper 
stories. Efforts will be continued to 
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We've talked all year and had no fear 





of any serious contradiction about 


MAXIMUM SAFETY AND QUALITY 







BUILT TO A STANDARD, 
NOT TO A PRICE 


and other things... 







But now we're thinking of good cheer 
and say to you with sincere conviction— 


A VERY MERRY CHRISTMAS 
AND MAY THE NEW YEAR BRING YOU 
PEACE, PROSPERITY AND CONTENTMENT 
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. MURRAY GLASS 


S. W. WEILL 


keep the public service program in 
motion. 

In Mr. Weill’s talk, he emphasized 
some interesting facts covering com- 
petitive selling angles of gas vs. elec- 
tricity. Among these were the follow- 
ing: 

In the Detroit area, the average 
cost of installing an electric range is 
$75. This is on top of an original 
purchase price of $369. 

The electric industry claims these 
features as selling points: “Cool, 
clean, fast, simple, economical, mod- 
ern, healthful, convenient, certain.” 

Electric ranges are equalling, or 
outselling, gas ranges at the present 
time. 

In 1950 parts replacements in De- 
troit for electric ranges totaled 18,000 
new switches, 73,000 surface units, 
58,800 pilot lights and sockets, 9000 
thermostats, and 5000 timers. 

A survey made in Reading, Pa., on 
what owners of electric ranges want- 
ed in the way of improvements 
brought out these critical comments: 


1. Make easier to clean. 


2. Make burners that cool off 
faster. 


38. Improve wiring connections. 
4. Make easier to operate. 

5. Provide more ranges of heat. 
6. Units should heat faster. 
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7. Place ovens at more convenient 
height. 

8. Provide for emergency 
power fails. 

9. Place controls out of reach of 
children. 

10. Provide way to clean without 
damaging coils. 

11. More accurate setting of ovens 
needed. 

12. They seem too expensive for 
what is in them. 

13. Provide for quick, easy replace- 
ments of burned-out units. 

14, Bettér 
companies. 


In combatting the complaint that 
gas pilots are hot and should be re- 
placed with electric, Mr. Weill said 
that gas pilots are not as hot as many 
other daily heat sources such as a 
100-watt bulb which throws off 341 
Btu per hour, or the human body 
which gives out 390 Btu per hour, 
while a gas pilot sends off only 200 
Btu per hour. 

M. Gale was chairman of the com- 
mittee on arrangements of the one- 
day meeting. He was assisted by Mr. 
Katz, L. H. McGuire, Greg Asbee, Ed 
Keible, Murray Glass, and Al Mil- 
chanowski. The meeting closed with 
cocktails, dinner, and entertainment. 


when 


service from electric 


Nebraska 


Warren Voss became president of 
the Assn. of Nebraska LP-Gas Dealers 
at the group’s annual convention Oct. 
1-3 in Omaha. He succeeded Carl A. 
Nelson, who has served as president 
for the past year. 

Other new officers are R. L. Warren, 
1st vice president; Perry Jarvis, 2nd 
vice president; and W. R. Hughes, 
secretary. Fremont Meyers is execu- 
tive secretary. 

Speakers at the 3-day convention 
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OF 
HIGH PRESSURE 
GAS 


These High-Pressure Regu- 
lators are used by a large 
number of different indus- 
tries. From the largest re- 
finery to small industrial 
plants, they are always on 
the job, reducing high gas 
pressure to a low, steady 
flow of gas that can be uti- 
lized to the best advantage. 






tyPe HPR is available in several 
models which allow inlet pressures 
up to 1000 Ibs. (2000 Ibs. in bronze) 
and reduces them to as low as 2% psi. 
This wide pressure range, plus com- 
pact, rugged construction, makes this 
Regulator a natural for farm taps, gen- 
eral gasoline plant and refinery instal- 
lations, and for controlling any high 
pressure gases. 



























tyre HPH is recommended for 
smaller industrial plants where 
sensitive regulation and position lock- 
up are required. This Regulator may be 
used with inlet pressures up to 150 lbs. 
and the outlet pressures may be re- 
duced to as low as % psi. 









For complete specifications 
on High-Pressure Gas Reg- 
ulators, request Bulletins 
47A and 48A. 













AMERICAN 
METERS 


AMERICAN METER COMPANY ° 


INCORPORATED 


1000 MERIDIAN AVENUE, ALHAMBRA, CALIFORNIA 
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At speakers’ table at meeting of Nebraska dealers (left to right): R. L. Warren, G. E. 
Switzer, Fremont Meyers, C. A. Nelson, Warren Voss, and Perry Jarvis. 


included the following: Sam W. Reyn- 
olds, civil defense director; R. A. Cam- 
eron, chairman of the association’s ed- 
ucation committee, and Lowell Welsh 
and William Peterson, of the LP-Gas 
Service School section of the Nebraska 
State Trade School; A. T. Carrow, 
Cribben & Sexton Co.; M. E. Ennis, 
LPGA; and Robert Strawn, Jr., Gas 
Supply & Appliance Co. 

Newly elected directors include R. 
L. Warren, Warren Voss, Perry Jar- 
vis, H. R. Pearson, George C. Sheldon, 
W. R. Hughes, G. E. Switzer, Reuben 
Buchendall, and Victor E. Anderson. 


Oklahoma 


By CRAIG ESPY 

W. J. Alexander, Black, Sivalls & 
Bryson, Inc., vice president of the 
Oklahoma LP-Gas Assn.,_ presided 
over the one day meeting of the asso- 
ciation, held in Oklahoma City Nov. 
12. Attendance at the meeting was 85. 

Forest Hall, Chambers Range Corp., 
luncheon speaker, told the group that 
they were spending too much time on 
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office detail and not sufficient time in 
selling the superiority of LP-Gas as 
a cooking fuel. He quoted the Rural 
Electrification Administration to show 
that in the country it costs $4.90 per 
month to cook with an electric range 
as compared to slightly over 75 cents 
a month for gas. 

Robert C. Bradley, Texas Natural 
Gasoline Corp., stated that adequate 
storage, either on the consumer’s 
premises or elsewhere, is the greatest 
problem before the industry today. 
Talking on “How Underground Stor- 
age Prevents Gas Shortage,” Mr. 
Bradley pointed out that LP-Gas can 
be stored underground for only 20% 
of the cost of storing it in steel 
containers. He said that storing the 
gas underground insured unlimited 
supply. 

Wm. J. Marshall, fire marshal of 
Oklahoma, spoke on the duties of the 
fire marshal. Robert C. Tanner, Dis- 
trict secretary of the LPGA Central 
office, reported on the growth of the 
Oklahoma association from 20 to over 
60 members in the past year. He also 


BUTANE-PROPANE News 











We wish you a Merry Christmas 
and extend to you our best wishes 
for a Happy and Prosperous New Year. 


She Sprague Melor Company 


BRIDGEPORT, CONNECTICUT 


DAVENPORT, IOWA HOUSTON, TEXAS 
LOS ANGELES, CAL SAN FRANCISCO, CAL. 
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Oklahoma association group (seated): Charles Monroe, Perry; H. E. Wilkins, Blackwell; 





Glenn Moore, Geary; Robert C. Tanner, district secretary. Standing: Glenn Springer, 
Enid; L. M. Mitchell, Clinton; V. C. Hurley, Minco; B. C. Truitt, Carnegie. 


announced future plans for holding 
dealer management schools. 

In behalf of the association, Mr. 
Tanner awarded 37 safe driving cer- 
tificates to truck drivers of member 
companies. The key award, a radio, 
was given to A. L. Reherman, of the 
Borelli Hardware Co., Okarche, who 
had driven 2521 days without an ac- 
cident. 

The following directors were elected 
for two years: Francis Borelli, Ok- 
arche; Charles Monroe, Perry; R. E. 
Bolinger, Tulsa; Troy Stone, Durant; 
B. C. Truitt, Carnegie; Glenn Spring- 
er, Enid; Glenn Moore, Geary. 

Directors elected for one year: 
Charles Corken, Oklahoma City; Herb 
Hone, Tulsa; D. R. Weston, Ada; 
Charles Hurley, Minco; Milton Frantz, 
Fairview; Clifford Hargrave, Telega. 

The new board of directors will 
hold a call meeting soon to elect 
officers of the association. 
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Texas 


Fifty working teams, composed of 
over 120 members of the Texas Bu- 
tane Dealers Assn., put on a 3-day 
campaign in October to swell the mem- 
bership ranks of the association. Be- 
lieved to be the largest and most 
highly organized effort of the sort, 
the program was expected to bring in 
a large number of firms not affiliated 
with TBDA. 

Preparation of prospective member 
lists and grouping them for action by 
the teams required several weeks’ ef- 
fort. The schedule was arranged so 
no team member would call on a com- 
petitor or have to travel any great 
distance. 

The association is also getting un- 
der way with plans for its seventh 
annual convention and the second an- 
nual Southwestern Butane Exposition. 

The event will be held June 18-20 
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are built with EXTRA hnow- how and care 











a. Disiemetalia The knowledge and skill that 
go into the fabrication of every 

3500 41” x 329” Transport leaving our factory 

3600 41” x 338” are practically as old asthe L P 
Gas Industry. 
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at the Baker and Adolphus hotels in 
Dallas. The exposition will be held in 
the ballroom of the Adolphus and busi- 
ness sessions and the banquet will be 
held at the Baker. 


Utah 


A legislative-safety program is be- 
ing developed by the _legislative- 
safety committee of the Utah LP- 
Gas Assn. for presentation to asso- 
ciation members at a forthcoming 
meeting. 

Bob Lang is chairman of the com- 
mittee with Orson Wright, Don Bol- 
ton, and President Marshall Haines 
assisting him. 





CALENDAR 


Dec. 6-7—-LPGA Board of Directors. Shera- 
ton Hotel, St. Louis, Mo. 

Dec. 7-6—Wyoming LP-Gas Assn. Annual 
Meeting. Townsend Hotel. Casper. 

1952 

Jan. 7—National Butane-Propane Assn. 
Hotel Jefferson. St. Louis. 

Feb. 25-26—Indiana LP-Gas Assn. 
Claypool. Indianapolis. . 

Feb. 25-26—LPGA Board of Directors. 
Del Prado Hotel. Mexico City, Mexico. 

Mar. 24-26—LPGA Southeastern District 
Convention. George Washington Hotel. 
Jacksonville, Fla. 

March 24-26—University of Minnesota 
LP-Gas Service School. St. Paul. 
April 13-15—Mississippi LP-Gas 
Annual Convention. Edgewater 

Hotel. Edgewater Park. 

April 30-May 2—Natural Gasoline Assn. 
of America. Rice Hotel. Houston, Texas. 

May 12-14—LPGA Annual Convention & 
Trade Show. Palmer House. Chicago. 

May 21-23—Gas Appliance Manufacturers 
Assn. Annual Meeting. The Broadmoor. 
Colorado Springs, Colo. 

June 18-20—Texas Butane Dealers Assn. 
Baker & Adolphus Hotels. Dallas. 


Hotel 


Assn. 
Gulf 














Social Security Coverage 
Extended to Self Employed 


Beginning Jan. 1, 1951, approxi- 
mately five million people who work 
for themselves came under the Federal 
Social Security law. This means that 
those members of the liquefied petro- 
leum gas industry who are “self- 
employed” now have the same protec. 
tion under social security as was pre- 
viously afforded only to “employes.” 

The self-employed individual is in 
the position of both employer and em- 
ploye. However, unlike the employe in 
a job covered by social security, he 
must report his own self-employment 
income on a yearly basis and not 
through regular pay roll deductions. 
This will be done when he files his 
federal income tax return for 1951 
earnings. A section of the tax return 
will be used to report self-employment 
income for social security purposes. 

A person whose net annual self- 
employment income amounts to $400, 
or more, is required to file a report of 
his earnings. This report is not op- 
tional. The social security contribu- 
tion for self-employed people will be 
2%,% of the net earnings, up to the 
maximum of $3600 a year. 

At the time of filing the 1951 in- 
come tax return, all of the self-em- 
ployed will need a social security ac- 
count number. A person should use 
the same account number all his life. 
If he has had an account card but lost 
or misplaced it, he should get a dupli- 
cate card bearing the same number. If 
he is now covered by the social secur- 
ity law but has never had an account 
card, he should apply for one before 
filing his return. 

It is important for the person who 
works for himself to know fully what 
this new law means to him. Additional 
information about self-employment 
under the new law may be secured by 
visiting, telephoning or writing the 
nearest Social Security office, 
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ALL METAL 
PACKLESS CONSTRUCTION 


The original Kerotest patent- 
ed non-perforated all metal 
diaphragm packless con- 
struction with back seating 
feature unequaled for quality 
of performance and long life. 


UNIFORMITY OF MATERIAL 


Forged bonnet nut and forged 
body assure uniformity against 
expansion and contraction in 
severe weather. 
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BUILT FOR SAFETY 


More than double the usual > 


tests andinspections to guar- 
antee unfailing safety. 
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UNSURPASSED 
FILLING CAPACITY 


TYPES 
C 35A—Standard 
C 35S —with 4” 
fuse plug 
C 35K —with liquid 
level gauge 


AMPLE SAFETY RELIEF 


New improved “pop” 
type safety assures an 
ample relief capacity 
above yourrequirements. 


APPROVED 
These valves are approved by 
Underwriters’ Laboratories, 


Inc. and Bureau of Explosives 
for 100 and 150 lb. cylinders. 


EXTRA LONG INLET CONNECTION 


Cylinder connection supplied with 14 
full threads assuring longer valve use. 


MANUFACTURING CO. 


2525 Liberty Ave., Pittsburgh 22, Pa. 
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Products... 





Recessed Wall Heater 


OHIO FOUNDRY & MANUFACTURING CO. 
Steubenville, Ohio. 


Model: Brilliant Fire. 


Description: This line of AGA-ap- 
proved, vented wall heaters features 
multi-duct construction of wall box, 
providing “free-air” insulation for 
safety. The “dimpled” pattern cas- 
ing provides for the metal to touch 
wood studding only at staggered 
points. Variance in wall thickness 
is compensated for through a tele- 
scoping wall box permitting easy 
adjustment to fit any wall without 
need of extra parts and without use 
of special tools. 

The radiator unit is 100% welded 
to prevent odors or sweating. Com- 
bustion chamber has heavy cast- 
iron head; precision-ignition safety 
pilot, built-in draft diverter, and ap- 
proved gas pressure regulator are 
standard equipment. 

The new units can be installed in 
outside or inside walls. This model 
is available in two sizes. 











Portable Heater 


MUTUAL LIQUID GAS EQUIPMENT CO. 
3600 W. Imperial Hwy., Inglewood, Calif. 


Model: Portable Industrial Heater, 


Application: For supplying warmth 
and heat to small areas, particular- 
ly telephone company aerial and 
ground tents, construction and field 
survey tents, brooders, milking 
sheds, etc., where heat is required 
during cold weather. 

Description: No pumping or prim- 
ing is required—just one valve to 
turn and light. The small, compact 
heater has a heavy, flat steel bot- 
tom, preventing tipping. It may be 
used efficiently in small confined 
areas. Has an input rating of 11,000 
Btu’s. 

Heating unit is interchangeable 
with Mutual’s No. 2 and No. 8 fur- 
nace, or it may be attached to Mu- 
tual’s No. 6, 11, or 21 cylinders. 
Bench-type portable heater may be 
used with ordinary propane cylinder 
with POL fitting on hose. 
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Diaphragm Switch 


GENERAL CONTROLS CO. 
801 Allen Ave., Glendale, Calif. 


Model: L-38. 


Application: For heating plant in- 
stallations where it is necessary to 
operate a switch by a variation in 
gas pressure. 

Description: This low-pressure 
switch contains a normally open or 
normally closed switch actuated by 
gas pressure. Pressure applied 
against a spring-loaded diaphragm 
operates to tilt a mercury tube 
switch. The diaphragm material is 
impervious to LPG and the spring 
loading mechanism may be adjusted 
by a set screw located at the top 
cover plate. 

The L-88 is suitable for air or 
gas applications only—at rated pres- 
sures. It can also be used as a de- 
vice to turn on signal lights where 
gas or air pressure fails. 

The operating point of the control 
is adjustable over a pressure range 
of 3 to 12 in. of water and operates 
from pressure differential of 2 to 4 
in. of water. 
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Winter Air Conditioner 


L. J. MUELLER FURNACE CO. 
2005 W. Oklahoma Ave., Milwaukee. 


Model: Climatrol 114 & 115. 


Application: Specially designed and 
priced for low-cost housing. 
Description: Rated at 110,000 Btu 
input, these units are completely 
convertible from oil to gas or gas to 
oil with specially designed conver- 
sion burner packages. Type 114 has 
a conventional warm air outlet at 
the top. Type 115 features counter- 
flow design. 

A heavy gauge, welded steel heat 
exchanger with square, wrap-around 
radiator is built in. Each unit is 
equipped with a 13-in. blower, per- 
mitting slower blower speeds and 
quiet operation. 

The compact units measure 24% 
in. wide. The flue outlet is in front 
to minimize occupied floor space for 
closet or utility room installation. 
Burners on Type 114 and 115 are 
cast iron and include factory assem- 
bled manifold. 
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Gravity Furnace 


SURFACE COMBUSTION CORP. 
Toledo 1, Ohio 


Model: Janitrol GDS. 


Description: This is a new addition 
to the Janitrol line of 75,000 and 
100,000 Btu units. It has a Btu input 
rating of 125,000. 

Emphasis has been placed on 
faster circulation and quieter opera- 
tion. The new unit is assembled 
smoothly and easily. 

Instantaneous heat delivery is as- 
sured by the latest in thermostatic 





sensitivity, coupled with the fast re- 
sponse of the new Janitrol burner. 
Glass wool insulation in jacket 
saves heat and deadens sound. 

The furnace is finished in blue, 
hammered enamel. 

The use of round or rectangular 
duct work with an extended plenum 
saves valuable basement space. 
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Sealing Compound 


CHICAGO GASKET CO. 
1275 W. North St., Chicago 


Model: Graycote. 


Application: For sealing gaskets 
and threaded joints. Recommended 
for all gaseous fuels, oil, water, 
steam, and refrigerant applications, 
Description: Composed of microfine 
metallic lead and a non-dry'ng in 
soluble oil, this non-setting con- 
pound is said to never dry out or 
harden. It plates threads and other 
surfaces with a lubricating film 
which permits parts to be pulled uw 
easily and yet prevents rust and 
corrosion. Elimination of extreme 
wrench torque, hammering, and cut- 
ting to break connections is claimed. 
Galling and seizing of all metals is 
eliminated. 

In the gas industry, Graycote can 
be used for all threaded connections 
and flanges. It has been used on 
gas-burning equipment, heaters, me- 
ters, regulators, and manifolds. 

The seal can be used on oil line 
connections, drain plugs, transmis- 
sions, gear housings, and flanges. 

Graycote handles pressures to 
6000 psi; temperatures to 500°F. 
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Handy Binder 
for lly "3 





A beautiful DeLuxe Binder made espe- 
cially for your favorite magazine. Holds 
12 copies—one full year. Magazines can 
be inserted or taken out in a second’s 
time, or bound permanently for future 
reference. Covered with long-lasting ma- 
roon Du Pont Fabrikoid with the name 
Butane-Propane News stamped in gold 
on cover and backbone. You’ll be proud 
of these beautiful binders. $2.00 each, 
post paid. Get extra binders for past 
files. Send them to your friends as gifts. 











BOUND IN A FLASH 

Slip open magazine under elas- 
tic band and it’s bound firmly 
into place. Can be removed 
just as quickly. 


} Wap He SICH 
|] ERIE VO om tayo 





OPENS FLAT 


The curved backbone and pat- 
ented binding system allow 
each magazine and page to 
open flat. 





BINDS SECURELY 


Patented Elasto Cord supports 
weight of each magazine sepa- 
rately, no mechanical devices 
to get out of order. 


FOR PERMANENT 

BINDING 

Plexon plastic covered wire 
and instructions supplied with 
each binder. Replaces elastic 
cord for permanent binding. 


Send check for $2 for each binder or $2.50 from countries outside U.S. 
Add 3% Sales Tax for California orders, and 342% Sales Tax for Los Angeles City orders 


BUTANE-PROPANE News @ 198 $. Alvarado St., Los Angeles 4, Cal. 
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Commercial Range Top 


DETROIT-MICHIGAN STOVE CO. 
Detroit 31, Mich. 


Model: Garland Spectro-Heat. 


Application: Designed for all com- 
mercial ranges. 
Description: This front-fired, all-hot 
top has 7 front-fired burners, each 
individually controlled, permitting 
50% gas consumption without re- 
striction of the cooking area. Heat- 
ing with graduated intensities is 
made possible by the front-firing. 
The top’s 34-in. width has a ca- 
pacity of four large size stock pots. 
It is also available in stainless steel 
ranges and for all gases. 








Product Information 


Production of a “gas to gas” “Hy- 
drotherm” heating boiler has been an- 
nounced by Hook & Ackerman, Inc., 
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of Pittsburgh and New York. The boil- 
er automatically switches its source 
of heat from the city gas line to a 
stored “reserve” of LPG when temper- 
ature drops below a _ predetermined 
point. The operation is by means of an 
outside thermostat, installed in addi- 
tion to the regular room thermostat, 

The unit burns natural or LP-Gas 
at maximum efficiency; all controls are 
enclosed in the boiler jacket; the gas 
inlet for natural gas is at the rear 
of the boiler; the LPG inlet terminates 
inside the jacket and can be extended 
in the field with copper tubing to suit 
local conditions. The pilot burner is 
arranged to operate on natural gas 
only. It carries two thermocouples, 
one for natural gas circuit and one for 
the LP-Gas circuit. 


The Ingersoll Products Div., Borg- 
Warner Corp., Kalamazoo, Mich., has 
produced a new gas conversion burn- 
er, designated Series GCB, claimed to 
fit any size or shape forced air or 
gravity furnace and hot water or 
steam boiler. The manufacturer 
states that one burner meets all heat- 
ing requirements for domestic instal- 
lation, requiring no refractories or 
baffles. 

The conversion burner is AGA-ap- 
proved for all gases. 


Tire Conservation Bulletin 


An 8-page bulletin entitled “9 
Ways to Get More Miles Out of Truck 
Tires” has been published by the B. F. 
Goodrich Co. The booklet is particu- 
larly interesting at this time of gov- 
ernment restrictions and possible rub- 
ber shortages. 

For copies of the bulletin, write 
the company at Akron, Ohio. 
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Satety Pays 


For 61 Trucks, Traveling 11,000 Miles Daily 


HE most severe tests of 

| safety, economy, power and 

smooth running dependabil- 

ity under all road and weather con- 

ditions, are being met by LP-Gas 

in trucks of Mistletoe Express 

Service, Inc., of Oklahoma City, 

Okla., which operates an outstand- 
ing fleet of trucks. 

On a roomy, well-paved site at 
the company garage, stands an at- 
tractive, modern, LP-Gas fuel dis- 
pensing plant, one of the first of 
its kind to be established in Okla- 
homa City. 

From this location Mistletoe Ex- 
press trucks and its other motor 
vehicles roll out daily to the four 
boundaries of Oklahoma to bind to- 





gether more than 400 cities and 
towns in a fast and dependable de- 
livery express service, which has 
attracted national attention. 
Observing all the laws and regu- 
lations relating to safe motor ve- 
hicle operation, this company for 
the past five years has won the 
safety award of the American 
Trucking Assn. among fleets in the 
3,000,000 to 5,000,000 miles class. 
Frank Moore, safety director, 
and Fred Ward, superintendent of 
equipment,. of Mistletoe, are en- 
thusiastic over the performance of 
LP-Gas in their internal combus- 
tion engines. Mr. Ward first in- 


stalled LP-Gas on an International 
L-185 truck with the regular low 


Mistletoe trucks roll out from here daily after being filled with LP-Gas from two stream- 
lined, 1000-gal. tanks connected to the dispensing unit shown in center foreground. 
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Filling the LP-Gas tanks on one of the trucks of Mistletoe Express Co., Oklahoma City. 
Left to right: Fred Ward, superintendent of equipment for Mistletoe; J. L. Grigsby, presi- 





dent, American Butane & Propane Gas Co., Oklahoma City; Ruhl Potts, chief fire inspector 
for Oklahoma City; and Joe Maione, in charge of parts for the express company. This 
truck carries two LPG tanks of 61-gal. capacity each. 


compression head. He _ reported 
that this truck was driven 50,000 
miles on a wear and maintenance 
check. This showed very substan- 
tial savings, Mr. Ward reported, 
and he added: “In addition to 
greater maintenance economy we 
saved 5 cents per gallon over the 
cost of other fuels. Up to this date 
we have operated this truck 131,- 
000 miles without any mechanical 
failures or overhauls. I estimate 





By O. D. HALL 
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that our trucks using LP-Gas fuel 
will run 200,000 miles without a 
major overhaul. This is double the 
mileage we have ever obtained on 
other fuel.” 

Another reason Mr. Ward gave 
for converting to LP-Gas was to 
reduce fuel pump trouble and save 
on oil. “At the present time,” he 
continued, “we are running 10,000 
miles on one filling of oil. On other 
fuel we changed oil each 2500 miles 
of operation and this oil came out 
in poorer condition than we are 
now experiencing with LP-Gas aft- 
er 10,000 miles.” 









ORVILLE H. ENSIGN, Founder 
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@ When the “Chief,” O. H. Ensign, an eminent engineer of his time, founded 
this company in 1911 he did so with the strong conviction that, “this shall be an 
engineering organization” dedicated to the principle that a better product will 
always find a ready market. And so it has been—for 40 years our undivided atten- 
tion has been devoted to one subject; the engineering and building of Carburetors. 
Resulting from this concentration of technical skill has come, we believe, the 
finest line of Natural Gas and Butane-Propane Carburetors ever built. We are 
proud of our product. Bur still we have never stopped pioneering. In our labora- 
tories today are the products you'll see two or three years hence designed to meet 
the new demands of the engine builder Meanwhile our three plants are operating 
at peak production to meet current demands. 

For the success we have enjoyed these 40 years we are grateful to a host of Joyal 
employees and customers, many of whom have been with us from the beginning. 


mjea CARBURETOR 


CALIF. CHICAGO 36, ILL. LOS ANGELES 23, CALIF. 


BUTANE-PROPANE News 





ENSIGN’S ORIGINAL FACTORY 7010 S$. ALAMEDA ST., HUNTINGTON PARK, CALIF. 
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In making the proper LP-Gas in- 
stallations on its trucks the com- 
pany was careful te use the best 
equipment including all the safety 
devices, such as solenoid valves, 
excess flow valves and other UL- 
approved equipment. All trucks 
carry fire extinguishers installed 
by Bill Story, of the Fire Appli- 
ance and Supply Co., of Oklahoma 
City. 

Sent Driver to School 


As another step toward main- 
taining its enviable record for 
safety and efficiency in operation, 
Mistletoe Express Service sent Leo 
Morton to school and trained him 
for this type of work. He took his 
examination for installation of 
LP-Gas equipment and secured his 
licenses. The company also makes 
all its drivers familiar with LP- 
Gas carburetion before turning the 
truck over to them. 

The streamlined dispensing plant 
is creating much interest among 
fleet owners who visit the premises. 
It was installed last March by Bob 
Taylor, chief engineer for Ameri- 
can Butane & Propane Gas Co. 
Ruhl Potts, chief fire inspector for 
Oklahoma City, who inspected the 
plant, stated that LP-Gas is as 
safe as any other motor fuel. 

Mistletoe Express Service is a 
wholly-owned subsidiary of the 
Oklahoma Publishing Co., publish- 
er of the “Daily Oklahoman,” “The 
Oklahoma City Times” and the 
“Farmer Stockman.” It started on 
a small scale to deliver its news- 
papers and, later, circulation de- 
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Frank Moore, 
safety director, 
Mistletoe Express 
Service. 





liveries for 30 other newspapers, 
all rivals of Oklahoma Publishing 
Co., periodicals. There soon arose 
from business firms and individ- 
uals who-had witnessed the reliabil- 
ity of this service, a-demand for 
certain special services. 


Special Services to Many 


The result was that the company 
now operates 61 motor vehicles 
traveling 11,000 miles per day. Car- 
goes include such commodities as 
oil well supplies and repair parts; 
oil samples being rushed for check- 
ing, seismograph charts, chicks 
from hatcheries, farm machinery 
repair parts, daily newspapers, milk 
from the state’s mother’s milk 
bank, emergency medical supplies, 
meats, flowers, motion picture film, 
air freight and hundreds of other. 
articles which demand special ser- 
vice. 

Mistletoe not only ties hundreds 
of Oklahoma towns together with 
its inter-city express delivery serv- 
ice but also operates local com- 
mercial delivery trucks in Oklaho- 
ma City, Tulsa, and in a number of 
smaller Oklahoma towns. 
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Santa Ye 


“Custom-Built” 
L-P GAS TANKS 


FOR 
TRACTORS AND TRUCKS 





Santa Fe “Custom- 
Built” LP-Gas Fuel Tanks are spe- 
cified as standard equipment by 
many tractor manufacturers. They 
are available for any Tractor, 
Truck or Bus requirement. 


Designed for fast, simple and in- 
expensive installation. Many stock 
models are available, including 
brackets—others are fabricated to 
specifications. They are licensed 
and bonded in states where re- 
quired. Tanks comply with N.B.F. 
U. requirements. U.L. approved 
valves—excess flow protection. 


Highest standards of engineer- 
ing, materials and workmanship. 


Write for specifications and counsel 


Santz G 'e Engineering & 


Equipment Co. 
MAYWOOD, CALIFORNIA, 3810 Fruitland Ave. 
TULSA, OKLAHOMA, 2830 Sand Springs Road 














Dix Carburetion Given 
Underwriters’ Approval 


Dix Manufacturing Co., Los An- 
geles, has received notification that 
its entire line of carburetion products 
has been listed as approved by the 
Underwriters’ Laboratories, Inc., Chi- 
cago. 

This listing has been made follow. 
ing extensive tests covering all 
phases of operation of the equipment, 
under the re-examination policy of 
the UL. It covers use of the car- 
buretion products on all types of in- 
ternal combustion engines. 


Case Series ‘‘D”’ Tractors 
Now Equipped for LP-Gas 


The J. I. Case Co. is now delivering 
Series “D” tractors with optional 
equipment to operate on LP-Gas. 
Complete conversion kits for this en- 
gine are also available through the 
company’s dealers, making it possible 
to change any previously built gaso- 
line engine of this series to duplicate 
the standard factory propane engine. 

This supplements the “LA” series 
tractors and “LAE” industrial power 
units for which similar conversions 
have been available for the past sev- 
eral months. 


Ensign Carburetor Celebrates 
Fortieth Anniversary 


From a small beginning in 1911 the 
Ensign Carburetor Co. expanded year 
after year until it now comprises an 
organization of several hundred em- 
ployes with three factories and mar- 
kets extending throughout the world. 
For a quarter of a century Ensign 
products have been used on practical- 
ly all makes of leading makes of 
natural gas and butane-propane en- 
gines. These engines are used as 
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prime movers on equipment of all 
kinds, principally in the oil and trans- 
portation industries. 

Orville H. Ensign, founder of the 
company, was an early pioneer in 
gasoline and heavy fuel carburetors 
for tractors, trucks, marine and sta- 
tionary engines. Many improvements 
in modern internal combustion engine 
design are credited to him. 

Perhaps no art is more difficult to 
explore and develop than is carbure- 
tion for multi-cylinder engines using 
LP-Gas as fuel. Usual practice com- 
mon in the design of gasoline car- 
buretors is meaningless in the light 
of LP-Gas carburetion requirements. 
For years Ensign has devoted its 
entire technical skill and _ financial 
resources to the perfection of LP-Gas 
carburetor equipment, including the 
carburetor, or mixer, and an LP-Gas 
vaporizer. 

Adding to Ensign’s line of equip- 
ment is the well-known “combination” 
carburetor for use with either wet or 
dry fuels. This makes possible the use 
of gasoline or butane-propane or 
natural gas—whichever fuel the op- 
erator has available. 

In celebrating its fortieth anniver- 
sary, Ensign is particularly proud of 
its new Los Angeles assembly plant 
just occupied. With these new facili- 
ties in addition to the main factory 
in Huntington Park, Calif., and the 
plant in Chicago, the company is in 
a better position to meet increased 
demands for its products. 


New Firm in Wisconsin 
Sells Gas and Appliances 
Sterling C. McBrayer, Sr., and 
Vernon Schemburg, both of Hilbert, 
Wis., have formed tht Five Star Gas 
Co., Inc., in Denmark, Wis. 
The firm will handle LPG and gas- 
burning appliances. 
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Brings Greater Flexibility 
to ALGAS Carburetors 


Pioneers in the LP-Gas Industry, 
ALGAS. is constantly improving 
their equipment to serve better 
the expanding needs of their 
field. Now ALGAS offers a new, 
improved design in their 1400 
Series Mixers that greatly ex- 
pands the flexibility of installa- 
tion. Write today for information 
and specifications. 


( cansunenion AND 

A L G A S CONVERSION EQPMT 
a 

Specializes in SERVICE STATIONS 


Everything for e 
Butane-Propane STAND-BY PLANTS 


Industry * * ¢ e 
FUEL DISTRIBUTION 








AMERICAN LIQUID 
c7 Wea ole) i te) 7 -ile), 


1109 Santa Fe Avenue 
Los Angeles 21, California 
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Changes Proposed in Taxation 


of LP-Gas Mofor Fuel Use 


OR the past year and a half the 

state gasoline tax administrators 
have had under consideration a model 
law which would change the method 
of taxation of liquefied petroleum gas 
when used as a motor fuel. Until re- 
cently most states were not unduly 
concerned with this problem, although 
there existed on the statute books of 
many states a use fuel tax requiring 
the user to pay the tax. The publicity 
given to increased usage of LP-Gas in 
buses and trucks has caused tax ad- 
ministrators to re-examine their pro- 
cedures on tax collection. As a result 
many tax administrators have a dis- 


torted picture of the extent of LP- 
Gas usage in motor vehicles and are 
considering steps to tighten up the 
machinery of tax collection. 

(This is the opening paragraph of 
a bulletin recently released by Howard 
D. White, executive vice president of 
the LPGA. Because of its importance 
to the industry the entire report is 
published, the balance of which fol- 
lows.) 

With this in mind a committee of 
the North American Gasoline Tax Con- 
ference, a conference of tax officials, 
has prepared a model law covering a 
system of collection of taxes on spe- 








[] 1 Year $2.00 
[] 2 Years $3.00 


NAME 


KEEP UP with LP-Gas Business Developments EVERY MONTH 


a 


B-P News brings you Facts, New Ideas, New Methods, News and Reports. 
You'll want to read every chapter in the Management Series. Don’t miss an issue! 


SUBSCRIBE TODAY 


SS S_OK AS Sen Som sume: cues om 


SUBSCRIPTION ORDER 
BUTANE-PROPANE NEWS « 198 S. Alvarado St., Los Angeles 4, Calif. 
Start my B-P News subscription with the 


(Add $2.00 per year foreign postage outside of U.S.A., Canada, & So. America) 


issue 





[] Payment Enclosed 
[] Bill Me 
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My connection with the LP-Gas Industry is 
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cial motor fuels. At a meeting of the 
NAGTC, held in Columbus, Ohio, early 
in October, a draft of this model law 
was approved as an interim measure, 
pending further study by the commit- 
tee and consideration of the experience 
that might be developed in those states 
that would adopt the model law. 

This model law of the NAGTC re- 
quires a license of both the user, and 
the dealer who would sell LP-Gas as 
a motor fuel. By the language of the 
bill, the tax is an excise tax and 
arises upon the placing of LP-Gas 
into the motor supply tank of a motor 
vehicle used on the highways. This 
method of handling can raise a serious 
problem for the LP-Gas dealer who 
uses the cargo tank of his tank truck 
in supplying fuel to the truck’s motor. 


Could Apply to Cargo Tank 


Under the language of this model 
law the cargo tank could be consid- 
ered the motor fuel supply tank. Con- 
sequently, the tax would occur on all 
products placed in the cargo tanks. 
This result was pointed out to the 
NAGTC and objected to ‘by LPGA. 
However, it is the apparent intent of 
some tax administrators to effectively 
prohibit a connection between the 
cargo tank and the carburetor, if not 
through specific language, through 
the practical effect of such a pro- 
vision. 

While the NAGTC model law was 
tentatively adopted in its existing 
form, the feeling of the tax adminis- 
trators with regard to this problem 
was by no means unanimous. While 
some tax administrators were ada- 
mant in holding to this requirement 
other tax administrators felt that it 
was not necessary to impose such a 
restriction upon the industry. It is to 
be noted that the States of Oklahoma, 
Texas, and New Mexico at present spe- 
cifically prohibit a connection between 
the cargo tank and the motor. There 
are other states that have already 
considered this problem and have per- 
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NEW 


LP’GAS 
CONVERSION 


FOR FARM 


TRACTORS 
Cold Manifolds 


Engineered’ to 
give complete 
vaporization. For 
John Deere A & B, 
IHC — Regular 





Farmall & F-20, 
Oliver 70, Allis 
Chalmers WC, 


Illustrated above. High compression head for 
John Deere B. Will increase power up to 20%. 
HIGH COMPRESSION CYLINDER HEADS 
Increases LPG efficiency. For John Deere A & B, 

IHC — Regular Farmall & F-20. 


FREE Catalog — Write Today 
HEISLER MFG. CO. HUDSON, IOWA 














DIX bears this label! ™ 


Ask the mechanic who knows 
—He will tell you the DIX 
is the simplest, easiest, light- 
est, and smallest of them all. 


DIX MANUFACTURING CO. 


3447 E. Pico Blvd., 
Los Angeles 23, Calif. 


Export: 301 Clay St., San Francisco 
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LP-GAS MANIFOLDS 


for Farm Tractors 


One of the most complete lines, including 
models for John Deere, International, Allis 
Chalmers, Ford, Ford Ferguson, and other 
models available soon. 





All manifolds are Cold Type, designed 
especially for LP-Gas. Gives more power 
and greater economy of operation. Send 
post card for Dealers price list. 


CANFIELD SUPPLY CO. 
302 East Briggs, Fairfield, lowa 














Banta will be back 
next spring if youve 
gold conversions a 
winter ” 


DISTRIBUTED BY 


Colorado Notural Gas 

& Fuel Co., Denver Woldorf, Md 
Darlingas Co., Tama Distributors, 
Pratt, Kansas Inc., Memphis 


Parlett Gas Co., 


Garretson Corburetion Tilden Engineering, 
of Texas, Lubbock Fresno, Calif. 
Gas Distributors, Inc., Town & Country Gas 

Columbus, Ga. Co., Sioux Falls, $.D 


General Tank & Steel 

Corp., Roswell, N. M. 

Liquefied Gos Corp., 
Boise, Idaho 


Universal Corp., 
Columbia, $. C 
Valley Industries, 
Mt. Pleasant, lowa 
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mitted such connection and provided 
for tax reporting, on the basis of a 
translation of mileage into gallonage, 
However, it is expected that this prob. 
lem will become more acute with the 
present recognition given by the 
NAGTC. 

This NAGTC model law also con- 
tains elaborate and burdensome record 
keeping and reporting requirements, 
Objections were expressed to these in 
view of the complex nature of the 
LP-Gas industry and the small pro- 
portion of product used for motor fuel. 
It is anticipated that these require- 
ments will be modified on a local basis. 
The NAGTC committee will also con- 
tinue its study on this aspect. The ten- 
tative model law is not perfect in 
other respects but the major objections 
of this industry were directed at the 
two aforementioned propositions. 

The problem of the cargo tank con- 
nection to the motor will not be one of 
easy solution for many of the tax ad- 
ministrators will not accept a system 
of measurement through either a me- 
ter or on a mileage basis. In these 
states, if the NAGTC model law is 
enacted it may be necessary for the 
LP-Gas dealer to install a separate 
motor fuel supply tank. As of this 
time this problem is directly presented 
to LP-Gas operators in a few states 
that changed their special motor fuel 
use tax law in 1951. In a few other 
states the motor use tax law was 
changed to require a dealer’s license. 
A brief summation of these changes 
follows: 


FLORIDA: A substantial copy of 
the model NAGTC law was enacted. 
The law requires a license for both 
users of and dealers in LP-Gas for 
motor fuel use. The tax is imposed 
on placing the fuel into the motor fuel 
supply tank. However, the tax admin- 
istrator has indicated that he will not 
require strict compliance with this 
provision on tank trucks and will ac- 
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cept payment of tax on a mileage 
basis. The LPGA is now developing 
a reasonable mileage figure to submit 
to the administrator. The law does not 
require the elaborate system of record- 
keeping contemplated by the NAGTC 
model law. 


INDIANA: A substantial copy of 
the NAGTC model law was passed. A 
license is required of both users and 
dealers. The tax is imposed on the 
placing of the fuel into the motor ve- 
hicle supply tank. The tax administra- 
tor has indicated he will enforce this 
strictly, and that a separate fuel tank 
will be required to escape imposition 
of the tax on all fuel going into a 
cargo tank fueled vehicle. Failure to 
account for the fuel use tax can result 
in severe penalties. It is recommended 
that Indiana LP-Gas dealers operating 
LP-Gas fueled motor vehicles immedi- 
ately check this law against their 
operations. 


MAINE: The use fuel tax was modi- 
fied to require a license of dealers but 
goes no further than this. 


MINNESOTA: This State’s use fuel 
tax was also modified to require a li- 
cense of dealers and makes other 
changes including imposition of a tax 
on the placing of the motor fuel into 
the motor fuel supply tank. However, 
the language of the act omits specific 
coverage of an LP-Gas dealer using 
LP-Gas for the fueling of his own 
trucks only, and who does not sell LP- 
Gas for motor. fuel. An interpretation 
may be required. 


SOUTH DAKOTA: An amendment 
to the existing law extends the licens- 
ing to dealers but goes no further. 


TEXAS: An elaborate revision of 
the existing law requires licensing of 
both users and dealers and adopts an 
elaborate record-keeping requirement. 
As above noted this state through 
prior enactment had prohibited a con- 


DECEMBER — 1951 








Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL CO. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 








Cleveland Kansas City 
St. Paul Toronto 
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FROM CONVENIENTLY 
LOCATED PLANTS IN... 


ARKANSAS 
CALIFORNIA 
KANSAS 
LOUISIANA 
OKLAHOMA 
TEXAS 





WRITE, WIRE OR TELEPHONE 


SUNRAY OIL 


COR POR A T 10°N 


GENERAL OFFICES 
Tulsa, Oklahoma 
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nection between the cargo tank and 


the motor. 

UTAH: An amendment to the exist- 
ing law establishes licenses for both 
dealers and user. While not the exact 
language of the NAGTC model law 
and although not entirely clear as to 
intent, it could be construed to impose 
a tax on all LP-Gas going into the 
cargo tank of a cargo tank supplied 
motor vehicle. An interpretation may 
be required. 

In view of these recent enactments, 
it is recommended that dealers in the 
States of Florida, Indiana, Minnesota 
and Utah review their operations to 
determine the application of these re- 
vised model fuel use tax laws to them. 
It is particularly urgent in the case of 
Indiana where the administrator has 
already firmly stated his position. 


Federal Regulations Affect 
LP-Gas Industry 


Federal regulations of concern to 
the LPG industry are covered in recent 
bulletins of the LPGA. Extracts from 
some of these appear below: 


Inventory Controls Revised 


NPA has issued a complete revision 
of its Regulation 1 covering inventory 
control. Items have been added to the 
table listing the materials subject to 
inventory limitations. Included in the 
new items listed are “gas cylinders.” 
Under the provisions of the regula- 
tion no person may receive or accept 
delivery of this item if his inventory, 
by reason of such receipt will become 
more than a practicable minimum 
working inventory. A supplier is also 
prohibited from making deliveries if 
the acceptance by his customer would 
violate the order. 

This revision also adds a list of 
materials subject to special inventory 
restrictions in other NPA regulations. 
Copper tubing in the distributor’s 
inventory is subject to the limitations 
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of M-82 which restricts the inventory 
to the lesser’ of (1) his average 
monthly inventory during the base 
period (1-1-47 to 1-1-50), or (2) a 
practicable minimum working inven- 
tory. Copper tubing in the dealer’s 
inventory and other operating items 
for MRO, secured under Regulation 
M-46, are subjected to the inventory 
restrictions of M-46C. However, M- 
46C has not been issued to date. 

Steel, copper and aluminum basic 
forms and shapes, including steel pipe, 
are subject to the inventory restric- 
tions of CMP Regulation 2 which re- 
stricts inventory to the lesser of (1) 
that necessary to supply his services 
on the basis of his currently scheduled 
method and rate of operation during 
the succeeding 45 day period, or (2) 
a practicable minimum working in- 
ventory. 

“Practicable minimum working in- 
ventory” means the smallest quantity 
of material from which a person can 
reasonably meet his deliveries or 
supply his services on the basis of 
his current rate of operation. In gen- 
eral, inventory controls apply only to 
controlled materials under CMP Reg- 
ulation 2, scarce materials and items 
listed under NPA Regulation 1, and 
items for which priority assistance is 
available under the M orders. 


Report of LP-Gas on Hand Nov. 1 


The Revenue Act of 1951, which 
became effective Nov. 1, 1951, requires 
that LP-Gas wholesalers inventory 
and report their stock of LP-Gas on 
hand as of the opening of business 
on Nov. 1, 1951. Stock on hand in- 
cludes both product in storage and in 
transit, if title had passed to the plant 
owner. - 

Coupled with the reporting is the 
requirement that a tax at the rate of 
Yc per gallon be paid on all such 
LP-Gas that is used for motor fuel 
use, or which remains in the hands of 
the plant owner on Dec. 31, 1951, the 
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LOUVRE 
FRONT 
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Outstanding Features: Triple 
2 Heat Exchanger; Stiglitz “Blue- 
@ Streak” Burner; advanced styling. 
Fully automatic control and direc- 
tional blower available at extra 
charge. Catalogue on Request. 


: STIGLITZ 


FURNACE & FOUNDRY CO., INC. 


% LOUISVILLE 3, KY. 


Loest STOVE FACToRY * 
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MOUNTING 


FOR TRANSPORT 
TRUCKS (cand 


We will send you, on 
request, drawings. and 
instructions for mount- 
ing vapor. pumps .on 
transport trucks. This is 
a Corken’s no charge 
service to you. 


Call or Write 


4 
CORKEN'S Inc. 


206 East Grand- Oklahoma City, Okla.-7-6517 





deadline for the time of filing of this 
report. 

This tax and reporting does not 
apply to LP-Gas held in retail stock 
at the place where intended to be sold 
at retail. It is considered not applica- 
ble to LP-Gas in cylinders at the 
establishment of a dealer but applies 
to all other storage. The tax is the 
“gasoline floor stock tax.” 

The tax of %c per gallon is only 
paid on the product used for motor 
fuel. Consequently, in the report to 
be filed by Dec. 31, 1951, while the 
entire stock of product on hand Nov. 
1, 1951, must be shown, a tax credit 
can be taken for that portion of the 
product that does not go into motor 
fuel usage. It would appear advisable 
to delay reporting until Dec. 31. If 
any product on hand Nov. 1, 1951 
should remain in your tanks after 
Dec. 31, 1951, it will be necessary to 
pay the %c tax on this and then 
apply for a refund. 

The Internal Revenue Department 
has not as yet issued specific regula- 
tions covering this law or the pro- 
cedure for establishing credits or 
refunds. When issued, we will advise 
our members. Treasury Department 
Form No. 887 is the proper form for 
reporting stocks on: hand Nov. 1, 
1951 and may be secured from the 
local Internal Revenue Office. 

Under the present Treasury Regu- 
lations (Regulation 44), to support a 
claim for credit or refund for non- 
motor fuel use, the “ultimate vendor” 
must secure and have in his posses- 
sion an exemption certificate from the 
consumer. 


Adjustments In Ceiling Prices 


CPR 67 covering retailers of tanks, 
where selling prices were customarily 
determined on basis of manufacturer’s 
list price, you determine your present 
ceiling by applying the discount or 
percentage mark-up used during peri- 
od April 1 through June 24, 1950, 
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to the present manufacturer’s list 
price. Where selling prices were not 
so determined, you apply the per- 
centage mark-up you last realized 
during the above period to the cost 
of the tank. In practice this procedure 
provides for automatic adjustment in 
retailer’s ceiling prices based on cost 
to them. No report is required but 
records must be kept. If you cannot 
determine your ceiling price in this 
manner, application must be made 
to OPS. 


Excise Tax Eliminated on Commercial 
And Industrial Appliances 


The Revenue Act of 1951 eliminates 
the previous excise tax imposed on 
the manufacturer of commercial and 
industrial appliances. 


Tank Manufacturers Section 
Organized in LPGA 


At a meeting attended by more 
than 40 industry representatives in 
Tulsa, Okla., on Oct. 31, substantial 
progress was made on the activation 
of a new Tank Manufacturers Sec- 


tion within LPGA. 


Following a review by Howard D. 
White, executive vice president, of 
the critical situation currently exist- 
im in Washington, D.C., in respect 
to the allocation of steel for tank 
production, Fred A. Henninger, chair- 
man of the Equipment Section, re- 
counted the actions taken by his 
group in this connection and ex- 
pressed the conviction that greater 
unity of effort and more adequate 
financing were essential to obtain 
proper industry recognition and equit- 
able treatment under the govern- 
ment’s Controlled Materials Plan. 

Following a general discussion, the 
group passed a motion providing for 
the establishment of a Tank Manu- 
facturers Section and the appoint- 
ment of a committee to supervise its 
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INCREASE YOUR 
PROFITS WITH THE 
PHILGAS 


5-WAY PROFIT 
PLAN! 


Phillips 





1. High Quality Product 

2. Dependable Supply 

3. Experienced Engineering 
4. Effective Marketing Help 


5. Operational Assistance 


PHILLIPS 
PETROLEUM COMPANY 


Sales Department @ Bartlesville, Oklahoma 


Offices located in Amarillo, Tex., Atlanta, Ga., 
Chicago, Ill., Denver, Colo., Des Moines, la., 
Pontiac, Mich., Indianapolis, Ind., Kansas City, 
Mo., Milwaukee, Wis., Minneapolis, Minn., 
New York, N. Y., Omaha, Nebr., Raleigh, N. C., 
St. Lovis, Mo., Tulsa, Okla., Wichita, Kan. 
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Sell HEAT 
More HEAT 


and More HEAT 


»-- and THAT’S what your 
customers come to buy! 


Greater Heating Surface 
over which A 
Circulated and 


Multi-Gas Burner Con 
centration in Broad 
Radiants Provides More 
Heat — Hotter Heat 


Easily converted into a deluxe 
fan-forced-air heater with 
Oakland interchangeable fan 
attachment. 


S000 ty ORae 
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activities under LPGA administration. 
The following members were named 
to this committee: W. D. Buehler, 
Buehler -Tank and Welding Works, 
Los Angeles, Calif.; A. W. Crowley, 
McNamar & Crowley, Salem, IIl.; Rus- 
sell A. Gasal, Butler Manufacturing 
Co., Kansas City, Mo.; A. J. Hall, 
Burnham Corp., Irvington, N.Y.; 
Fred A. Henninger, Charlotte Tank 
Co., Charlotte, N. C.; H. E. Kirkpat- 
rick, Delta Tank Manufacturing Co., 
Baton Rouge, La.; B. R. Sprayberry, 
Jr., Texas Boiler & Machinery Co., 
Dallas, Tex., and Howard D. White. 

It was decided to establish a budget 
of $30,000 for the new section’s first 
year of operation. Members in at- 
tendance at the meeting immediately 
pledged $20,950 for this purpose. 

At the conclusion of the session, 
the newly appointed committee in 
charge met briefly and elected Mr. 
Henninger as chairman. 


Texas Names Inspectors 
For Five Districts 


Yancey Culp of Gainesville is the 
new Texas Railroad Commission in- 
spector of butane and propane gas 
installations in the Dallas district. 

Frank E. Harvick, director of the 
liquefied petroleum gas division of the 
Commission has announced five dis- 
trict inspectors 

Claude Barham, Nacogdoches, will 
be in the San Antonio district; H. G. 
Briggs of Seymour, in the Houston 
district; John L. Wilson, of Wichita 
Falls, in the Lubbock district, and 
R. M. Pinkston, of Holland, in the San 
Angelo district. 

The new inspectors’ first assign- 
ment will be to see if LPG installa- 
tions in schools and public buildings 
conform to safety standards. The LP- 
Gas division was created by the legis- 
lature this year. 
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American Stove Co., St. Louis, Mo., 
has announced that it will, with the 
consent of its stockholders, change its 
corporate name to Magic Chef, Inc., 
effective Dec. 31. 

According to President Arthur 
Stockstrom, “this brand name (Magic 
Chef) dominates the half-century old 
name of the firm itself. Therefore, we 
are recommending ... that our cor- 
porate title be changed .. .” 


American Meter Co. has named 
Joseph L. Kiraly assistant to the vice 
president in charge of production. He 
was formerly associated with a man- 











agement firm as an industrial engi- 
neer, assisting in surveying and in- 
stalling modern managerial methods. 


E. L. Korb has recently been named 
sales manager, wholesale marketing 
division of the Pure Oil Co. in Chi- 
cago, according to J. E. Nelson, man- 
ager of the company’s Minneapolis 
wholesale office. 


As a sales promotion feature, Trin- 
ity Steel Co., Dallas, has built models 
of its line of storage tanks and trans- 
ports for the LPG industry. 

C. J. Bender, president of Trinity 
Steel, reports that the reaction to 


Miniatures of Trinity Steel Co.'s line of LPG tank trucks and transports are used for 
publicity displays. 
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This one non-hardening 
Compound is the answer to 


all your sealing problems. 
















Underwriter’s approved 
for all petroleum —— 
and gases, includin 


effective on steam, water 
and many other services. 

Simplifies | maintenance 
and prevents dangerous 
leaks in threaded and gas- 
keted connections. 

The non-hardening qual- 
ities of “PLS” allow easy 
thread dis-assembly and re- 
use of gaskets. 

Ideal for underground 
connections and _ outdoor 
equipment in all kinds of 
weather. 


Write for free test sample 


Dept. BP 12, 1838 Cuyler, 
Chicago Ts, tii. 


PACKINGS “AND 
MECHANICAL SEALS 
ieouana| PACKING COMPANY 


CHICAGO 





tane and Propane; Sicnly 4 





this promotion has been greater than 
expected. The display is used by the 
sales organization in the company’s 
main office and utilized for industry 
meetings. 


Rheem Manufacturing Co. has an- 
nounced the appointment of William 
S. Rheem as manager of the South 
Gate, Calif., plant; Lloyd Simonson 
as manager of the Sparrows Point, 
Md., plant and Harry H. Filler as 
manager of the Bayonne and the new 
Linden, N. J., plants. 

William S. Rheem, son of Richard 
S. Rheem, president and co-founder 
of the company, started his career 
at the Richmond, California, plant in 
1938. 

Lloyd Simonson has been manager 
of the South Gate plant since 1948, 
prior to which he managed the 
Bayonne plant. Harry H. Filler has 
had a key part in Rheem operations 
abroad. 


Frank B. Persson has been ap- 
pointed special representative for the 
Janitrol domestic-commercial space 
heating division, Surface Combustion 
Corp., according to H. C. Gurney, 
sales manager of that division. 

Mr. Persson will represent the firm 
in all types of government and mili- 
tary installation contacts on installa- 
tions requiring space heating equip- 
ment with headquarters in Tulsa. 


Ellsworth L. Mills, vice president of 
The Bastian-Blessing Co., Chicago, 
recently announced the promotion of 
five members of the “Rego” sales staff 
to new assignments within the sales 
department. 

Leroy “Red” Downing has_ been 
named sales engineer in eastern Kan- 
sas, western Missouri, northern Ar- 
kansas and western Tennessee. He will 
make his headquarters in Kansas City 


BUTANE-PROPANE News 











1g 











han 

the 

Ly’s 

try 

an- 

am F 
uth ° 

ita Over twenty years in the LP-Gas 

int, industry — Earning a 

as 

ew ® Reputation for dependability 

ard ® Dependability of Supply 

® Dependability of Quality 

in 

rer ° 

48, — = P. Gg. Corporation cect eae cece ans emnenn ene 
he 1696 EAST HILL STREET BOX 1426, BAKERSFIELD BOX 111, YUBA CITY 
as LONG BEACH, CALIFORNIA CALIFORNIA CALIFORNIA 
ns 














FOR SALES AND SERVICE ON 


- | a Ce 





he 
a Call your nearest VIKING REPRESENTATIVE 
on The — Pump Company is represented by a nation-wide sales and service organization in key Cities — coast to 
rota Gonade to the Gulf. Is your pumping installation operating at high efficiency? Do you have a pump 
YY; po REE problem? Do you have a new pumping application? Write or call the Viking representative nearest your 
plant for service. 
ri WNI 
AMARILLO, TEXAS DENVER MINNEAPOLIS 14 
m Se eee WILLBORN BROS. EATON METAL PROD. CO. LEON GADBOIS 
cuicaso 6 101-13 Houston, Street 4800 York Stree 252 
li- C. W. DENNIS LTIMORE 1 Also Albunuerae, Casper, Bill- 
i & Bm a Om: MENGE PU 
S49 W. Washington Blvd, W. STEBBINS 549 Dryades Street 
a- clave MAND 13 = —" = HENDRIE- BOLTHOFF CO. ODESSA, TEXAS 
J. A. SINDEN ee cere 1635 17th S W. L. SOMNER CO., INC. 
p- io Marshall Bldg. is ah Ae Bo. ‘Ne. DETROIT 26. 0. Box 1626. 
Phone Cherry 1-0687 ERE BACH. CO PHILADELPHIA 20 
0. W. PHILLIPS OLSON MFG. CO. ASO. TEXAS 336.38 F t A’ 
75 W. Commerce St. 4000 bag Springs Ave. See a. zn airmoun — 
boyy gg BOSTON 80 lneant, Arizona POWER EQUIP. 
f 407 M HAYES PUMP & MACH. CO. EVANSVILLE & IND. Oliver Building 
ladison Avenue 25 hase 
D Phone Plaza 8349 125 Pure SHOUS' LL RICHMOND 
SAS CITY BUFFALO 10 222 Court sa O'NEILL PUMP 
0, F. J. PINNEY peg NEAL CO. 88S, NEW MFXICO ed i ee aan ry 
1827 Grand Avenue 64 Peabody Street UNION SUP. CO. £ CITY 
of Phone Harrison 90 Artesin, New Mexico ait ity "ENG x Inc. 
ton AbOuEe Ue CHARLOTTE, W, C. 630 Dooly 
ff E. E. BURTON ea SOUTHERN ENGINE &PUMP Sau pRanciseo 8 
tise Lang Beet temee rho Sryon St aod SChnts Strat BEKAYAL PACIFIC 
2S MILWAUKEE 3 cincinwaTi 2 Branches: Dallas. San Antonio, igo Seattle and Portland! 
Cc. F. MULLENS W. T. JOHNSTON sae 5 Kilgore $T. Lours 
¢i0 West Ln St 214 Vine Street NEINL 1A VIELLE LANE M MACH. co. 
. one onl we DECATUR, ILL with mae 605 W. Main si = ne ay Street 
aw. tah se VEO. ING | pane J. E. DILWORTH CHAS. WHEATLEY co, 
> e Longacre 3-8816 Rt. 48, % Mile East Rt. 61 730 South 3rd Street 4 So. Detroit Ave. 








DECEMBER— 1951 




















THE 1951 LINE 


Heatbath 
CONVERSION BURNERS 








LPD-30 for Propane Gas ® 30,000 B.T.U.'s 


A burner for straight Butane or Propane 





gases for kitchen heating. Capacity up to 
36,000 B.T.U.’s per hour. 

Designed for coal, combinati and bungal 
ranges. Quickly installed and guaranteed fool- 
proof. 


Few territories open. Write for 
descriptive literature and prices. 


HEATBATH APPLIANCES, INC. 
P. O. Box 78 Springfield 1, Mass. 


ARMSTRON® 








A G A Approved 


RADIANT 
GAS HEATER 


An excellent heat 
provider for  fire- 
place or living 
room. Body is in 
one piece, brown 
porcelain enamel 
finish. Chrome 
plated reflector and 
dress guard. 17,” 








high, 18%.” wide, 
No. 2205 for Natural and 8” deep. 20,000 
Mfg. Gas. B.T.U. 


No. 2205B for LPG Gas. 


Order Fg” your Jobber or 
write for literature on com- 
plete heater line. 






ARMSTROKG 


DEPEND ONIT 

IT'S THE BEST 
ARMSTRONG. PRODUCTS CORP. OF }¥5 KIND 
Quality Since 1899 


Dept. BP Huntington 12, W. Va. 


and will work with the district sales 
manager, M. J. LaDue, Sr. 

Jack Mengel, also of the Chicago 
sales department has been moved up 
to customers relations man. 

Ray Murray has been promoted to 
the position of sales engineer covering 
the states of New Hampshire, Ver- 
mont, eastern Pennsylvania, western 
Maryland and most of the state of 
New York. Mr. Murray will work with 
District Sales Manager Adam John- 
stone, whose headquarters are in New 
York City. 

Don Sanders, also of the sales de- 
partment, has been moved into the 
vacancy left by Mr. Murray. 

James K. Calhoun has been ap- 
pointed assistant sales manager in 
charge of all Rego customer relations 
in North and South Dakota, Minne- 
sota, eastern Nebraska, northwestern 
Wisconsin and northern Michigan. 


Tom Haley has 
been named sales 
manager at Mas- 
ter Tank & Weld- 
ing, Dallas, ac- 
cording to Sam 
Weempe. Mr. 
Haley, identified 
with Master Tank 
since its begin- 
ning, was former- 
ly sales manager 
of Master Petro- 
leum Co. 

C. A. McGee 
has been promoted to the position of 
office manager. 





TOM HALEY 


Again this year, the water heater 
division of the A. O. Smith Corp., 
Kankakee, IIll., is sponsoring the 
traditional Christmas broadcast of 
Lionel Barrymore’s performance of 
“A Christmas Carol,” supported by 
an all-star cast. 





A. O. Smith, manufacturer of 


BUTANE-PROPANE News 













as 
les 
is- 


d- 


An Efficient Specialized 


Service 
for the 


LP-Gas Industry 


Owe of the Midwest's Finest 
Merks of 


‘ Brass Fittings - 


Copper Tubing 
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IRVING, KANSAS M1GA Grand Ave. 
Kanees City, Mo 



















it says LOOK OUT 





@ The accepted standard odorant for 
natural or liquefied petroleum gas — 
gives sure but harmless warning. 


® Purified — Moisture-free — PROTECTS 
FIXTURES. Meets all 15 qualifications of 
National Bureau of Standards. 


® MALLINCKRODT 
Mallinckrodt’ > cerncar WORKS 
Mallinckrodt St., St. Louis 7, Mo. 
72 Gold St., New York 8, New York 
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LOWN SLIP ROLL 


FORMING MACHINES 


@ Initial Pinch-Type Driven 

@ Top Roll 7” Diameter-Lower Rolls 61/2” 

@ Capacity, Model B-774, %4” Mild Steel 

6’ wide. 

@ Available in longer or shorter lengths 

@ Oilite Bearings, Alemite Lubrication 

@ Roll Position Indicators 

@ Power Adjustment on rear Roll & Air 
Cylinder For Operation of Drop Arm, if 
desired. 

@ Fast sturdy and easy to operate 

@ Prompt Deliveries . 

@ Other Size Machines also Available 


Dealers in Principal Cities. Write for Bulletins 


SAN ANGELO FOUNDRY & MACHINE 


COMPANY 
SAN ANGELO, TEXAS 1000 EAST UPTON 








TRUCK TANKS 











Twin or single barrel—tight 
weight—Low in cost—Full or 
semi streamlined—ASME U69. 


Built to Your 
Specification and Size 


BAGWELL-GENERAL 
- STEEL CO., INC. 


Box 391 ° Sapulpa, Okla. 























i YOU CAN SELL 


(A.G.A. APPROVED) 






INCINERATOR 


asa year’round load builder 


INCINOR is the only gas- 
fired incinerator offering standard units in 
both 2-bu. and 4-bu. sizes. 


APPROVED BY A.G.A. FOR USE 
WITH LP-GAS 





L. P. GAS DEALERS DO WELL 
WITH INCINOR 


P. Phone, wire or write the fac- 
tory for REASONS WHY. 











Bowser, Inc., Incineration Div. 
CAIRO, ILLINOIS 
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EQUIPMENT 
COMPANY, Inc. 


P. 0. BOX S566 


2620 Seuth Ervay « DALLAS, TEXAS 








Permaglas automatic water heaters, 
is sponsoring the Charles Dickens’ 
classic on behalf of its more than 
10,000 dealers throughout the United 
States. The program will be carried 
from coast to coast as well as in 
Canada and the Hawaiian Islands on 
more than 500 stations of the Mutual 
Broadcasting System. It will be put 
on the air at 4 p.m. Eastern standard 
time, Sunday, Dec. 28, with a possi- 
bility of a delayed broadcast on Paci- 
fic Coast stations. 


William B. 
Cooper has been 
appointed to the 
newly created po- 
sition of sales 
manager of engi- 
neered products 
for American Ra- 
diator & Standard 
Sanitary Corp. 
Pittsburgh, Pa. 

Mr. Cooper will 
head a new de- 
partment handl- 
ing the sale of air 
conditioning, cooling and specialized 
heating equipment. 

The engineered products depart- 
ment was created, according to D. D. 
Couch, vice president of sales, be- 
cause of “the increasing volume of 
air conditioning sales and the number 
of new products that American- 
Standard is developing in this field.” 





WM. B. COOPER 


As a result of the larger volume of 
products now being handled, Warren 
Petroleum Corp. has announced sev- 
eral personnel changes, according to 
H. E. Felt, vice president, and G. L. 
Brennan, general manager. 

George W. Southworth has been 
named coordinator of supplies where 
he will supervise the exchange of 
products, maintain contacts with re- 
finery and special products customers, 
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WALL 
HEATERS 


Clean design of these heaters 
is easy to sell. Substantial backwall provides 
fine heat radiation. Two sizes available. 


ADAMS BROS. MFG. CO., INC. 


1500 NORTH AVE. W. PITTSBURGH 33, PA. 














BUILD PROFLTABLE 
LPG LOADS 











Deep fat fryers, equipped with Robertshaw Heat 
Controls, save fat, save frying oil, save food and 
insure uniform quality results in frying. Sell Heat 
Control to build profitable LPG loads. 


in home and industry, EVERYTHING'S UNDER CONTROL 


THERMOSTAT DIVISION 
YOUNGWOOD, PENNSYLVANIA 
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New Discovery 
Aids L. P. G. Dealer 


WILL NOT Dissolve in Propane 
or Butane 


~ 
FRANKLIN 
L. P. G. PUMP LUBRICANT 


At last, a pump lubricant that defies the 
washing action of PROPANE and BU- 
TANE. Made especially for the Correct 
Lubrication of L. P. G. Pumps. It stays 
put in the bearings—adds years of wear 
to pumps. It means an end to leaky 
pumps that eat into profits. 


Now available to L.P.Gas_ Dealers 
through equipment manufacturers and 
leading L. P. G. parts and pump 
distributors. 

Distributors’ inquiry invited, write on 
| your letterhead for full information 
FRANKLIN OIL & GREASE CO. 


Box 8111, Plaza Station 
Kansas City 2, Mo. 

















GRIFFITHS 
since: ih 


Conversion Parts 














We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters. 


Write for catalog. 


E. F. GRIFFITHS 
COMPANY 


350 E. Walnut Lane, Philadelphia 44, Pa. 


» Serving the Gas Industries 
For Over 40 Years 




















AUTOMATIC 
CONTROL 


for product or process 























































GENERALEJCONTROLS 
801 ALLEN AVER GLENDALE 1}. CALIFORNIA 

Manufacturers of Automatic Pressure, Cemperature, 

Level and Flow Controls 
FACTORY BRANCHES: Balt e 5, Birmingh 3, Bos- 
ton 16, Buffalo 3, Chicago 5, Cincinnati 2, Cleveland 35, 
Dallas 2, Denver 4, Detroit 21, Glendale 1, Houston 6, 
Indianapolis 4, Kansas City 2, Minneapolis 2, Newark 6, 
New York 17, Philadelphia 23, Pittsburgh 22, St. Louis 
3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6. 
DISTRIBUTORS IN PRINCIPAL CITIES 








Amazing New 
Two-in-One 
Furnace 


Eliminates duplicate 
stock! Closet or base- 
ment . . . factory 
assembled, compact 
package. Forced air 
heating for every ap- 
plication. Write for 





complete details. 





SECURITY 


GAS FIRED PRODUCTS 









The QUALITY line of Forced Air, 
Gravity, Floor and Commercial 
Furnaces and Water Heaters. 


SECURITY MFG. CO. 
1630 Oakland Ave. 
Kansas City 3, Missouri 
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and maintain close contact with War- 
ren suppliers. 

J. T. Bradley, who has been man- 
ager of the Madison (Wis.) district 
sales office, has been transferred to 
the Tulsa office to become coordinator 
of sales and manager of the newly 
created customer service department. 

J. W. Schriever, formerly manager 
of the Omaha (Neb.) office, succeeds 
Mr. Bradley at Madison. 


The opening of 
a new Weather- 
head Co. ware- 
house in Mem- 
phis, Tenn., has 
been announced 
by T. V. Scott, 
sales manager of 
the company’s 
LP-Gas_ equip- 
ment division. 

James D. Char- 
ton has been ap- 
pointed district 
manager of the 
new warehouse which will facilitate 
delivery of Weatherhead equipment 
in Alabama, Arkansas, Kansas, Mis- 
sissippi, Missouri, Nebraska, Tennes- 
see, and part of Florida. 





J. D. CHARTON 


Dix Manufacturing Co., Los An- 
geles, has announced the appointment 
of Southwest Gas Equipment Co., 
Liberal, Kan., as national distributor 
of Dix carburetion equipment to the 
taxicab industry. 

The latter firm is headed by Paul 
L. Maxwell, who has done outstand- 
ing work in pioneering the conversion 
of taxicab operations to propane. 


New district manager of the New 
York office of General Controls Co. 
is Felix Wengerter, according to J. F. 
Ray, vice president in charge of sales. 
In his new position, he will be in 
complete charge of all New York and 
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Newark branch office territory ac- 
tivities. 

The Glendale, Calif., firm has also 
named Robert L. Farmer factory sales 
engineer. He will concentrate on the 
aircraft field, where most of his work 
will deal with the company’s “hi-g’ 
line of electrically operated valves, 
pressure and temperature controls. 


Following the rapid trend of farm 
tractors to LP-Gas, the North Texas 
Tank Co., of Denton, Texas, has ap- 
pointed the Tide LP-Gas Co., Inc., 
Edinburg, Texas, as the distributor 
of their ‘““Nortex” custom-built tractor 
and motor fuel tanks for the Rio 
Grande Valley. 

Hidalgo county in the Valley 
claims to have more tractors than 
any other county in the world. 

Executive personnel of the Tide 
organization are Jackie Fields, presi- 
dent, and Donald Bentsen, vice presi- 
dent and secretary-treasurer. 


The appointment of Leo McRoberts 
as account executive in its gas di- 
vision is announced by a 
Honeywell Regulator Co. 

Mr. McRoberts has been wholesale 
manager for the company in Dallas, 
Texas. He will make his new head- 
quarters at the company’s office in 
Minneapolis, and will specialize in 
sales of space heating equipment. 


Day & Night Div. announced sev- 
eral sales appointments recently. They 
include: Frank Spratt, named south- 
ern California sales manager. He 
formerly represented the company in 
the Midwest. , 

Jim Buster has been named sales 
representative in the Midwest, head- 
quartering in Tulsa. 

John Lyons is now sales representa- 
tive in the Pacific Northwest terri- 
tory. 
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CHEERFULATORS 


Fully automatic with capacities to handle mod- 
erate to heavy heating loads. CHEERFULATORS 
supply finest heating qualities at low gas con- 
sumption rates. Four models available. 

Write today for full information. 


ADAMS BROS. MFG. CO., INC 


1500 NORTH AVE., W. PITTSBURGH 33, PA. 




































New PROPANE 
DELIVERY TRUCKS 


1250 gal. As illustrated on NEW, 1951 
standard make truck, pump, hose, piped 
ready to go. 
$3,995.00 including truck 
Meter & propane carburetion extra. 
Larger sizes available. Immediate delivery. 


Preston “propane” Grace 


WHITE RIVER 


DISTRIBUTORS, INC. 
Batesville, Ark. Phone 570 or 686. 



































Classified advertising is set in 6 point type, without border or display, at the rate of 
15 cents per word per insertion, minimum charge per insertion $3. Box numbers for 
replies count as 5 words. Count as a word each one letter word and each group of 
figures. Classified advertising is only accepted when payment accompanies order. Copy 
and payment must reach publisher's office prior to 10th of month p di blicati 
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HELP WANTED 


SMALL BUT GROWING L.P. GAS COM- 
pany near billion dollar government project 
wants young energetic partner as business 
manager. Must be capable of taking com- 
plete charge of business and handling all 
features of both tank and bottle business. 
Owner’s health not good. Must be able to 
handle men and other details. Small invest- 
ment to insure good faith required. Plenty 
of business. Box 510, BuTANE-PROPANE 
News, 198 So. Alvarado, Los Angeles, Calif. 


L.P. GAS SALES ENGINEER—EASTERN 
producer desires L.P. gas sales engineer 
preferably experienced in sales to dealers, 
industrial plants, and utilities. Please state 
full particulars and experience in reply to 
L-59, P.O. Box 3495, Philadelphia 22, Pa. 








SITUATIONS WANTED 


MAN—16 YEARS EXPERIENCE. CAN 
handle men and bulk plant, installation and 
service. Can meet public and sell. Willing 
to work hard for future. Box 515, BuTANE- 
Propane News, 198 So. Alvarado, Los An- 
geles, Calif. 








BUSINESS OPPORTUNITIES OFFERED 


ONE. OF THE CLEANEST LITTLE 
bulk plants in California. New modern 
equipment, storage all new 250# propane 
tanks, two late model delivery trucks, two 
pickups. New modern office and _ show- 
room, located forty-five minutes from large 
refineries. Must be sold for partnership 
dissolution. Inquire Box 495, BuTANE- 
Propane News, 198 So. Alvarado, Los 
Angeles, Calif. 


ARE YOU INTERESTED IN REFILLING 
20’s, 60’s and 100’s in large quantities on 
a franchise basis. Please tell us what 
territories you can service and also can 
you furnish us truckload lots. Address: 
Portable Heater Co., Painesville, Ohio. 
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BUSINESS OPPORTUNITIES OFFERED—Cont. 
PROSPEROUS PROPANE BUSINESS 


located in middle-west. 2000 customers, over 
1,000,000 gallons yearly. New building, 
three new bulk trucks, plus miscellaneous 
equipment. Over $500,000 sales annually. 
No blue sky. Statement from banker show- 
ing ability to pay $100,000 necessary before 
any inquiries will be answered. Box 520, 
Butane-Propane News, 198 So. Alvarado, 
Los Angeles, Calif. 


THRIVING BOTTLE AND BULK PRO. 
pane gas business located in midwest in- 
dustrial center, have franchise with major 
company for gas and appliances, over 425 
bottle customers and 150 industrial and 
domestic bulk customers. Two bulk trucks, 
one pickup bottle truck all new. Equip- 
ment and merchandise will inventory at 
approx. $18,000. Priced at $5000 plus in- 
ventory. Box 530, BuTaNe-PROPANE News, 
198 So. Alvarado, Los Angeles, Calif. 


WELL ESTABLISHED L.P. GAS BUSI- 
ness located in central Pennsylvania. Ap- 
proximately 500 customers using meter 
plan. Excellent source of supply close. 
Owner has other business interests. Box 
525, BuTANE-PROPANE News, 198 So. Alva- 
rado, Los Angeles, Calif. 





FOR SALE—L.P. GAS AND APPLIANCE 
business located in Southern Calif. Ap- 
proximately 400 good customers, of which 
250 are tank leases, consisting mostly of 
75, 150 and 500 gallon propane tanks. Will 
sell leases,. 2 trucks, 10,000 gal. propane 
storage, also store completely stocked with 
nationally known merchandise. Will sell 
with or without property. Statement from 
banker showing capability of handling 
transaction necessary before any inquiries 
will be answered. Write Box 490, BuTANe- 
Propane News, 198 So. Alvarado, Los 
Angeles, Calif. 
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frigerators Aug. 
Oklahoma’s Governor Appoints Special LP- 
as Board April 





Old-Time Town Plant Changes to iter me 
SEATON | sspscseacceveteneccccasivmssvsneoecstdood Aug. 
PAD’s View of Industry’s Problems and 
the Washington Setup, by John W. — 





“Pipeline Coal’: Gas Competitor........ ery 








Playing Golt May Lower Competitive 
Barriers Feb. 
Podbielniak, Walter, Receives 1951 Hanlon 
ward June 
Suburban Propane Will Sell Anhydrous 
PEER. 10) TODO» cvssecscserniecicsasiicinnes Aug. 


Tank Cars Speeded Across Nation to Re-. 
lieve Fuel Shortage .........-.0-c.cec0« -March 
Texas Customers Talk Back Aug. 
Tie-in With National Advertising, Plus 
Good Service, Pays Off For Dealer..Aug. 





Turner, C. C., Rejoins ‘Homgas’” as 
Field Representative CE RE Aug. 
Up From the Sandlots, by Keith Clevenger 


Aug. 
UDI Doubled Appliance Sales in 1950, 
Dealers Told, by Stephen A. Victor. July 
UDI, Native ot New England, by Ed — 
an. 








Warren Petroleum Starts Inquiry on Bulk 
Plant Fire Aug. 
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Natural Gasoline Plants 


Magnolia, Ark., Plant Will Produce But ane 








Sept. 

Texas Gas Products Buys West Te xas 

Gasoline Plant Sept. 
Obituaries 


Brower, L. J., Killed in Automobile Acci- 

dent Feb. 
Death Takes Rudy Wagner ..........-0.0------ Oct. 
— Edwin E., Nordstrom Valve, > 
Martin, R. E., Herron Stove, Passes — 











McCartney, C. E., Pioneer LP-Gasman, 

Dies in California ...Jan. 
Pitman, John C., Died Aug. 29 ............ Oct. 
Poe, E. Holley, Gas Official, Dies in Tulsa 


pril 
James R., Dies in Oklahoma 
Feb. 





Thomas, 





Tomlinson, K. C., American Meter Co., 
ies Jan. 





Organizations (See LPGA & NBPA) 


APIT’s Special LP-Gas Session Reveals Vital 
Industry Trends—A Digest of Conven- 
tion Papers July 

American Standards Assa. Adopts a 
Valve Code 


American Standards Group Elects Sake 











eb. 
Anhydrous Ammonia Group Forms Organ- 
ization, by Craig Espy .............0c.--c---- Jan. 


Arkansas Dealers Winning Fight to Increase 











Consumer Storage, by Craig Espy ....Aug. 
Baum Elected Colorado Prexy ............ Aug. 
Bumpus, Gene, Named President Texas 

Group July 
Carolinas Hold Joint Meeting ............ Nov. 
Colorado Association Members Have New 

Insurance Plan Jan 
Eastern Maine Dealers Organize ....March 
Fifth LP-Gas Assn. Formed in ae ~ 

ug. 
Florida Dealers Meet with Florida-Georgia 
Group July 





GAMA Chooses Ruthenburg New whine, <> 
uly 





Georgia Dealers Meet in Atlanta........ Nov. 
Helmer Elected Wisconsin President ....Feb. 





Idaho Dealers Elect Rothrock President 
ept. 
Illinois Group Holds 1st Annual — 
uly 





Indiana Group Reelects Officers ........ March 
Iowa LP-Gasmen Elect Charles — 





. uly 

Kentucky Holds Annual Meeting .......... Oct. 
Larger Consumer Storage Needed, Suppliers 
Tell Arkansas Dealers .............0-+--++ March 





BUTANE-PROPANE News 


National Butane-Propane Association Page 
Hadlick, BH. Bu, TREGagie . cccescescscssccecoseien July 102 
Washington Meeting Hears Defense Con- 

trols Speaker March 66 
Zink, Frank J. Appointed Managing 
Director of NBPA ccessscsossssssssssesse-- Nov. 
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Oragnizations—Con’t. Page 
Louisiana Institute Hears Interesting Talks 
uly 94 
Maine LP-Gas Dealers Hold Sectional 
Meets Jan. 75 
McKim, Joe, Heads Arkansas Butane Deal- 
ers July 101 
McLaren, Geo. C., Named President, 
CNGA Aug. 104 
Michigan Dealers Elect Price ............ April 76 
Michigan Dealers Have 


Winter Meet 
M 





Michigan Holds Summer Meeting ........ Aug. 100 
Mississippi Dealers Elect Graeber President 























Jan. 76 
Mississippi Meeting Attended by 250 
May 186 
Missouri Dealers Given Selling Ties, Ba 
Craig Espy May 173 
Morrison, Gene, Elected President of cn 
ifornia Group July 92 
NGAA Holds First Sectional Meeting in 
West Texas March 134 
Nevada Dealers Will Elect First Officers 
Sept. 110 
New England Dealers Meet in Boston 
Jan. 76 
New Jersey LP-Gasman Will Hold — 
Convention 75 





New Mexico Dealers Elect Watkins =. $7 
Northeastern Pennsylvania Dealers Organize 

















Nov. 100 

Oklahoma Meeting has 45 in Attendance 
Jan. 78 

Pennsylvania Dealers Hold Annual Meeting 
ov. 98 

Ruthenburg Takes Office as GAMA Presi- 
dent Nov. 96 

South Dakota Dealers Elect Kiel President 
July 98 
Tennessee Dealers Elect Scott ................ Oct. 110 


Texas Operators Gain Long Fight For LP- 
Gas Commission, by Craig Espy ....Aug. 112 











Tulsa Host to Central States ................ July 155 
Underground Storage for LP-Gas, Fea- 
tures NGAA Meeting ....................0-- July 86 
Utah Re-elects President and Vice President 
Jan. 82 
Virginia Association Met Sept. 10 ...... Oct. 112 
Whitmire Elected President of Nevada 
Group Nov. 97 
Wyoming Group Holds Annual Meet 
Jan. 82 
Power 
Bus Drivers Go to School, by Conte D. 
Lindgren May 158 





Business-Like Development of Engine Con- 
—- Pays Off for Deater, by Carl 





June 152 
BUTANE-PROPANE News’ Tractor Sur- 
vey une 48 





Canadian Firm Marketing French Car- 
buretion Unit Nov. 137 
Chicago “Bluebird”? Lines Changing Over 
to LP-Gas Aug. 154 
Carburetion Fundamentals, by F. E. Selim 
April 116 
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Page 
Cold Manifolds, Precision Tune-Ups Boost 
Power and Performance ................-.-. Sept. 13 


Denver-Boulder Buses Convert to i 
162 





Dual Supply Tanks Permit Trucks to ore 
Remote Areas, by Carl Abell b. 
— Conversions Booming for cae 








anadians, by W. F. Macalister ........July 138 
Engine Failed — Not Propane’s Fault 
Nov. 133 
Experience Shows Farmers that LP-Gas 
is Best Fuel é Feb. 120 
Garretson Carburetor System Will Have 
Wide EXeringine: ............ Nov. 132 
Hobby Sideline Pays off for Tennessee 
Gas Firm March 122 





Kansas Dealer Sells Tractor Conversions 
on Single Theme — Economy, by Grier 
Lowry Oct. 147 
LP-Gas Engine Performance Tests Will 
Help Dealers Sell Conversions, by Ralph 








G. Abbott Aug. 138 
Load-Builders For the LP-Gas_ Dealer 
‘eb. 122-123 





Logging With Butane, by Carl Abell ....Oct. 132 
Mail Campaign Builds Summer Tractor 
Loam, Dy Jee Bae cine July 146 
Omaha and Council Bluffs Wilt Have Eve 
pane Buses May 160 
“Pilot”? Conversion of 130 Trucks, by 
pe | ar Oct. 138 
Potential Effect of Tractor Conversions to 
-Gas, by W. R. Thorne................ June 53 
Propane Engine Will Aid Military Effort 
March 126 
Propane May Have Disadvantages — But 
Wichita Buses Can’t Find Them, by 











Jems B.. TORE ceitccpccicnns Aug. 143 
Propane “Safest Bus Fuel,” by H. H. 

Slawson Oct. 115 
Regulator Mounting Bracket Simplifies P .4 - 

stallation Feb. 126 





Safety Pays for 61 Trucks, by O. D. 
Hall Dec. 122 

Savings in Fuel Will Repay Bus Invest- 
ment in Seven Years,by Carl Abell..Nov. 126 

Second Kansas Carburetion School Had 





Capacity Attendance ...................... March 128 
Smith Corp., A. O., Will Market Hughes 

Carburetors to Dealers sss June 162 
Snow Plow Powered by Propane.......... Nov. 122 
Speed Harvesting and Drying with Pro- 

pane Jan. 114 





Superior California Group Puts Tractors 
to Tests July 141 
Taxi Conversion Sells Carburetion...March 128 











Taxicabs Offer Sales Outlet, by Carl 
Abell Sept. 138 

Two States Provide Laws for Motor Fuel 
Use Aug. 155 

Tractors Burn Midnight LP-Gas, by James 
Joseph March 116 





Using Propane Called ‘Practical Patriot- 
ism,” by Ed Hauck Aug. 154 





Warren, H. Patrick, Establishes Dallas 
Carburetion Service ..............-.cssccsce-e Nov. 124 
What the Farmer Wants to Know About 
Ernest Fannin 
Aug. 149 


Power Conversions, bv 
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Production & Supply Page 
Must Solve Winter-Summer Ratio, by, P. 
J. Hoagland Dec. 47 
Products 
Air Cleaner, American Radiator & Standard 
Sanitary Corp. May 130 
Analyzer, Combustion 
Electro Products Co, ..........s.sssssessese June 142 
Quality Electric Co. ...c.c...-c.c.coccscsceseses Sept. 119 
Boiler, Home-Heating, A. O. Smith a. 
Nov. 117 
Breather Vent, Universal Controls Corp. 
Aug. 131 
Calculator, Heat Loss, Climatemaker Heat 
SHOE AOMORI. OO... sccccesssenescsisnscssten Nov. 115 
Check Valve Manifold, Bastian-Blessing Co. 
July 131 
Cold Manifold & Pistons 
Johnson Machine Shop.............-.-+-+----- June 146 
BENS URGING, sea cicccteciesecssncccccais Aug. 128 


Commercial Cooking Equipment 
Roasting Oven, Detroit-Michigan Stove 
Co. Jan. 126 
Broiler, Detroit-Michigan Stove Co...May 131 
Deep Fat Fryer, J. C. Pitman & Sens 


























Inc. May 140 
Commercial Range Top, Detroit-Michigan 
Dec. 120 
Compressor, Brunner Mfg. Co. ............ July 126 
Conversion Kit, J & S Carburetor Co...Nov. 114 
Cylinder, Anco Mfg. & Supply Co.......Aug. 128 
Detector, Gas, Lor-Ann Instrument Co. 
March 107 
Diaphragm Switch, General Controls Co. 
Dec. 117 
Dispenser, LP-Gas, Texoil Equipment Inc. 
Aug. 126 
Fee Washer, Barker Poultry ited 
June 143 
Pena Ingersoll Products Div........... May 134 
Surface Combustion Corp. all 
remain (50; ines i . 
Furnace, Melting, Weldit, Inc.... 
Acetylene Supply Co, ..........ccssssesse.. April 106 


Furnace, Surface Combustion Corp.......Dec. 118 
Furnace, Wall, Hunt Heater Corp...March 110 





Gas-Air Plant, GasAir Associates........ June 143 
Heater, Locke Stove Co. ............. Aug. 126 
Armstrong Products Co. ..........:.::00-0- Aug. 128 

Heater—Circulator, Adams Bros. Mfg. Co. 
May 130 





Ohio Foundry & Mfg. Co. ...-Sept. 122 
Heater, Console, Queen Stove Works....July 128 





RPE TIDE BOOS. scccsticcssitiaccccsssecccseanke July 131 
Heater, L. J. Mueller Furnace Co....... Dec. 117 
Heater, Portable, Mutual Liquid Gas 

Equip. Dec. 116 





Heater, Greenhouse, Southern Burner Co. 
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Products—Con’t. Page 
Heater, Kitchen, Siegler Enamel Range Co. 
Sept. 119 
Heater, Open-Front, Duo-Therm Div...May 132 
Heater, Panel, Peerless Mfg. Corp....... May 136 
Heater, Portable, Portable Heater Co...Jan. 127 
Heater, Radiant, Coleman Co................. July 126 
Heater, Spa 
Gaomkere — eT 


Stiglitz Furnace & Foundry Co.....March 107 
American Stove Co. : 
Ohio Foundry & Mfg. Co. ............... May 136 


Heater, Stock Tank 



























Siebring Mtg. Co. .... Jan. 126 
Nebraska City Iron Works ................. June 145 
Tesco, Ine. Sept. 120 
PEMOROIINT [THRUY OG, asics cccccscsvcesecceecnese Nov. 118 
Heater, Suspended, Peerless Mfg. Corp. 
April 106 
Incubator, Brower Mfg. Co. ...........- Sept. 118 
Inserts, High Compression, Hollingsworth, 
Stempel & Co. June 146 
Lard Rendering Unit, Eclipse Fuel Engr. 
Co. July 127 
Log, Gas, Armstrong Products Corp.....Oct. 119 
Manometer, Plastic Engr. Co............. Aug. 131 
Multiple Valve Head, Roney, Inc.....March 106 
Name- y “gjaied Machine, Lewiston Bottled 
as Co, pril 107 
Plumber’s Pot, Mutual Liquid Gas Equip- 
ment Co. Jan. 128 
Pump, Rotary, Viking Pump Co......... March 107 
Pump, Vapor, Corken’s Inc. ...........+-.- Jan. 127 


Pump, Vertical, Byron Jackson Co.....April 108 
Ranges, Apartment, Cribben & Sexton - 
eb. 





Ranges, Domestic 
Crown Stove Works 
Tennessee Stove Works 

















Catotie Grave Cots. .ncinrcccccnsisccssczs Mar. 106 
Geo. D. Roper Corp. .......ccsscccccossos Mar. 108 
Crown Stove Works 
Empire Stove Co. ............- 
Estate Stove Co. 
Phillips & Buttorff Mfg. Co............. May 138 
PIBPONCe GROVE CO. cicescicscsssccccscsnccpecseas July 127 
Grete Be Mertet Ce. cscccccssccccertcsceces July 128 
Hardwick Stove Co.  ...........cccsccccsscsse July 132 
Periection Gtove Co: scccs.ccccsssecscocsnces Aug. 127 
Kalamazoo Stove & Furnace Co. ....Aug. 131 
Perkectlon -Gtsee CO... cieccccscsscccssmanes Sept. 120 
American Stove Co, ............--c.sssccssess Nov. 117 
Range-Heater, Tappan Stove Co. ....Sept. 118 


Refrigerator, Servel, Inc. .............cscscse May 138 
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Products—Con’t. 7 Page 


Regulator, Changeover, Fisher Governor 
Co. 











Nov. 115 

Scalding Vat, Pickwick Co. ................-. June 142 
Sealing Compound, Chicago Gasket Bn 

sdatiessine Dec. 118 
Tachometer Vacuum Gauge, Quality “ 

tric Co. ov. 118 
7. Storage, Master Tank & oe 

orks July 128 





nan Soldering, Ransome Co. ........March 108 
Trailer, Tank; Baron Mfg. Co. Inc.....June 148 
Tray Washer, Gordon Johnson Co.....June 146 
Truck, Hand, Clark-Hopkins Equipment 








Corp. April 107 
Valve 
Okadee Co. June 142 
Basiem-neeeme CO 4.0020 June 145 
Valve, Satety 
General Controls Co. .................. July 132 
Shand & Tite: Cov. occas Oct. 120 
Valve, Thermostatic Gas, Minneapolis- 
Honeywell Regulator Co. ............--.-.-+ Oct. 118 
Vent Cap, Tesed, Wit. ccc March 110 
Vent Guard, Vent Guard Co. ............-..- Oct. 118 
Wall Heater, Ohio Foundry & Mfg. A 
Dec. 116 





Water Heater, Ruud Mfg. Co. .......... July 132 


Winter Air Conditioner, L. J. Mueller 
Furnace Co. May 136 


L. J. Mueller Furnace 2) EY 127 





Pumps & Pumping 
Transferring LP-Gas with Liquid Pumps, 
by Lawrence W. Smith 


Part 1, The Pump Inlet Line............ July 47 
Part 2, The Pump Inlet Line (con- 
tinued) . Aug. 74 





Part 3, The Pump Discharge Line..Sept. 95 
Regulations Codes & Laws (See Fire 
Prevention .& Regulation) 


Addition to NFPA Pamphlet 58 Covers 
Trail Camp Transfers... April 104 


Bureau of Explosives Issues ema 
Tariff No. 8 April 100 


California Fire Marshal Reports on LP-Gas 
Proposal March 99 


Canada Adopts Control on Appliance _ 











Sales 136 
Changes Proposed in Tenuten’ of LP-Gas 
as Dieter Pal UN nn... Dec. 128 
Fire Training Manual Issued by NFPA 
July 154 





Gas Ranges Need Thermostats to get AGA 
Approval July 102 

Heilmann, E. W., Will Direct Consumer 
Durable Goods Div. ..........-....::sssse-+ Nov. 109 
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Regulations—Con’t. Page 
Information Issued on ASME Tanks Ee 
Car Markings 62 
LP-Gas Commission Set Up for indy 
in Alabama Aug. 158 
LP-Gas Division Set Up by Texas Legis- 
lature July 124 
Motor Carrier Tariff Changed ........ April 100 
NFPA Inspection Manual Covers als > ‘“ 
NFPA a Changes in Visca 
No. July 91 
NFPA Will Hear About Trailer Park 
Hazards May 182 
NGAA Revises Specifications and Test 
Pilethnndn for EG cciccsccstenscees Aug. 157 
New Explosive Bureau Tariff Will Include 
eS eee March 54 
New Jersey Issues LP-Gas Regulations 
Mar. 102 
PAD Restricts Octane Ratings to Aid 
Aviation Program Mar. 102 
Standards Established for Anhydrous Am- 
monia Systems July 149 





Tentative Meter Code Issued by API- 
ASME Oct. 114 

Utility Standards For Piping and Appli- 
ances Approved by ASA ................ March 72 





Safety 


Helping the Users Helps Industry........ Feb. 105 
Make Safety Your Full-Time Job, am 


Ce eS ee 94 
Safe Practices Quis ...-..:0:0:2..-.-...-.. co 45 
Teach Farm User to Handle Fuel Safely, 

Dr Cipcle: EGCG TOUR  ccscescrseescsisaccstcccesis April 55 


Utility Demonstrations For Fighting Pro- 
pane Fires, by Wiilis E. Muldrew..Feb. 65 


Sales Promotion, Advertising, Demonstrations 


Basic Steps in Training an Employe, by 


TERE TN; NCW  cacecseccstccniecenes Sept. 67 
Careful Planning Eagoore 4 Advertising i 
turns, by Robert TORE swesccnsiicie Jan. 108 


Clip on the Dotted Line, by Joe Baer..Aug. 57 


Colorado Dealer’s Community Party Pro- 
duces 1800 Gas Prospects, by J. 








Angel Dec. 42 
Cooking School Follow-Ups, by Myra 

Hilderbrand Oct. 91 
Cooking Schools Give Dealer Huge Sales 

Volume July 59 





Dealer Builds New Business and Good Will 
With Credit Cards, by Gene Creighton 
March 64 


Dealer Finds New Sales Fields When 
Zoe 








Natural Gas Moves In, by Johnson 
“a 51 
Friendly Service Plan Pays Its Way, 
Hilda: Gallwey sscncisncecnns pa 35 
How to Sell the Farmer: Be Sociable, by 
Gee CHOIIIOID cisicic cn snrncassicsesccnssaeosy July 42 
How to Sell, 


Service, and Collect, by 
Carl Abell Oct. 
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Sales Promotion—Con’t. Page 


If a: Customer Isn’t Satisfied, the Deal 
Is Not Complete, Says Dealer, by Ernest 
W. Fair Nov. 


Increases Customers and Profits by Re- 
stricted Sales Territory, by O. D. Hall 
Sept. 








Low Pressure Selling, by J. A. Worsham 
Jan. 





New Homes Offer Growing Market for 
Packaged Sales, by Albert S. en 
Ov. 





New Store Reflects Growth, by George 
“oles Sept. 





Pays Employes Extra Money to Inspire 
Extra Effort, by Gene Creighton......Nov. 


Sales Clinic Sept. 





Sell the Salesman to Sell the war: = 
by K. H. Dickson 

Selling is Telling, by Leonard Warden 
Sr. Aug. 

Talk of the Town! The, by Gene —_ 

Jan. 








Serviee 


Gas Burner Operational Analysis Chart 
Oct. 





Gas Pressure Regulators, by Robert C. 
Lisk Feb. 





Service After Sales, by Grier Lowry....July 
Service is an Art, by Grier Lowry ......Jan. 


Service—Con’t. Page 3 
Servicing Thermostats in the Field, by M. 
B. Gault 


Part 1 March 
Part 2 April 


Part 3 May 
Part 4 July 














Service Schools 
All West Coast States Send Men to Serv- 
ice School Oct. 
Denver Service School Students Overflow 
Registration Limits i 
Third Service School Held at a 
Minnesota July 








Statistics (Production, National and State 
Sales) 
December-January Shipments to States..June 
First State-by-State Breakdown Gives New 
Picture of Industry 
Fuel Demands for Today and Tomorrow, 
by C. A. Breen 


1950 Was Big Year for LP-Gas Ranges 
And Water Heaters Feb. 


Sales Top , —. in ’50, by K. W. 
Rugh and G B 


U. S. Bureau of "ee 1950 Report....Oct. 


Technical 
How “Hot” is LP-Gas?, by Lester L. 
Luxon March 


How Moisture Enters Fuel—How to Com- 
bat It, by Lester L. Luzon 
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